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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 


merchandising-minded journalism and service toward these ends. The 


Editors. 





Publisher Herbert A. Vance 
_ Editor Arthur A. Hood 
| Managing Editor Robert E. Russell 
| Feature Editor Richard W. Douglass 
Associate Editors Gordon J. Lawler 

William J. Dukes 


Irene M. Glen 
L. Morgan Yost, AIA 


Washington Editor R. Y. Kerr 
Circulation Department 

Thornell Barnes, Manayer 

Elmer O. Olin, Asst. Manager 

E. B. Cunningham, Service 

Advertising Manager W. G. Simpson 

L. Pliska, Asst. 

L. J. Pohlmann and 

Charles Hoefer, Jr. 


A. M. Schwab 


Sales Managers 


Classified Advertising 
District Managers 


New York 10, E. W. Chapman, Eastern 
Manager; M. J. Promer, 175 Fifth Ave., 
Oregon 3-6883; 6884. 

Cleveland 29, D. B. Rompel, 6334 Dell- 
gad Parma Heights, Tuxedo 


Seattle 1, J. P. Austin, 4457 Stuart Bldg., 
Elliott 0951 


| Chicago 2, A. L. Sommerud, Ray Neu- 
welt, Juneau W. Frederich, 139 N. 
Clark St., FInancial 6-5380. 


Atlanta, T. L. Williams, 1000 Boulder- 
crest Drive, S. E., Dixie 5829 


@ 


Member: Audit Bureau of Circulations; 
Associa 


Business Publications, inc. 


Published 
BERMAN, INC., a wholly owned subsidiary of 
Vance Publishing Corporation, 139 N. Clark St., 
0 2, Ill. Officers: Herbert A. Vance, Presi- 
t and Treasurer; Arthur A. Hood, Vice 
President; Arnold E. Monetti, Secretary; Eloise 
x Kuhn, Assistant Secretary ® Washington, 
, C. office, 3000 39th St.. N.W. © Terms of 
annual subscription, postage paid: United States 
and Canada, $3. All other countries in the Uni- 
Yersal Postal Union, $15. Single copies, 25c, 
rye Reference and Directory Number which 
a Copies of issues prior to the current year, 
available, $1 each. In changing address, give 
48 well as new address. Note: All subscribers 
 @ Mail Notice, from the publishers, in 
of the expiration of their subscriptions. 
Copyright 1952 by American Lumberman, Inc. 


q AMERICAN LUMBERMAN & BUILDING 
°: CTS MERCHANDISER. Published every 
by American Lumberman, Inc. — 
1878—Office of Publication, 189 North 
aaa Chicago 2, Illinois. Entered as 
Matter October 2, 1946 at the Post 


“e ' at Ch 0, I i . 
a an Hinois, under the Act of 


Bt 


é 


every other week by AMERICAN LUM- 





May 19, 1952 


Washington Report 
News Briefs 


The Lumber Market at Presstime i8 


Letters to the Editors . 24 
Editorial — A Practical Approach to Advertising 4 


Home-Planning Service Boosts Sales 42 


Anderson Lumber Company, Provo, Utah, designs houses for 
five subdivisions and 30 custom homes each year. 


New Developments in Construction Research 46 


Tests on floor panels, laminated rafters and radiant heating may 
lead to new building techniques. 


Oklahoma Round-up 48 


First national Land Judging Contest and Oklahoma Farm Build- 
ings Day are co-featured with executives’ seminar of lumber and 
building material suppliers. 


Flooded Mississippi Fails to Beat 70-Year-Old Yard 52 
Take the Guesswork Out of Profits 55 


Some suggestions that will help you price-for-profit: plan ade- 
quately; keep taxes down; maintain sufficient working capital 
and avoid violations of government regulations. 


Pointers 60 
Among the Dealers 62 


vdnone Build 60-100°/, More Wall Area with 
New "SCR" Brick 66 


What's Your Answer? 68 
Merchandising Clinic 70 
What's New? — Products, Sales Aids, Literature 72 
Names in the News 86 
Classified Advertising | 96 
Index to Advertisers 97 


38—Identifica- - 





$$$ 


8m prt cys a Ee et een ae ee “+ area cere 
en nse Sanat ne Str velcro oor ear 





ESR 7 - 














Now available! 


Barrett's new 
Spun Wool 


with extra “spring-hack’| = 











res 
Big news from Barrett — new spun mineral wool with greater resiliency! With 
Easier and more economical to handle and to apply, easier to sell. Better ter 
in every way than rock wool made by ordinary methods, Barrett’s spun wool wi 
provides profit-making advantages not generally available elsewhere. nie 
When you sell Barrett* Spun Rock Wool, you sell greater insulation value, by 
because the longer fibres and strong “spring-back” result in greater thickness ch 
when installed and because there is a greater number of permanently-retained lot 
air spaces to do the job. a 
Furthermore, the greater resiliency brings about considerable savings in 
time and labor costs for you. The batt stays firm — which means it’s easier Seam 
to handle, easier to apply, easier to cut on the job, easier to fit and easier wr 
to store. It can be compressed in storage to 60 per cent of its bulk—yet it an 
bounces right back in amazing style! re 
All this is made possible because Barrett Spun Rock Wool is made by s 
simple, yet revolutionary spinning process that results in extra-long fibres es 
and a cleaner, more “shot-free” product. gl 
What’s more, Barrett Spun Rock Wool costs no more than ordinary rock ta 
wool! At no extra cost, your customers can have a more comfortable, more pr 
healthful, cleaner home—plus fuel savings that pay for the insulation in just . 


a few years! 
BIG BARRETT PROMOTIONAL PLUS — Your Barrett line is backed by Othe 





big-league national advertising — plus Barrett’s position of leadership for lil 
almost a century in the building field. They help you sell. : 
THE BARRETT DIVISION Ps 
ALLIED CHEMICAL & DYE CORPORATION 

40 RECTOR STREET, NEW YORK 6, N. Y. . 
Se 205 W. Wacker Drive, Chicago 6, Ill. by 

36th St. & Grays Ferry Ave., Philadelphia 46, Pa. : a 
1327 Erie St., Birmingham 8, Ala. ve 

*Reg. U.S. Pat. Of. In Canada: The Barrett Co., Ltd., 5551 St. Hubert St., Montreal 
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WASHINGTON REPORT 





Contradictory lines are showing up on the big 
chart of business; some of them propitious, 
some disorderly. 


The construction industry, to begin with a favor- 
able line, seems pretty well fixed; so far as 
Washington can make out. John L. Haynes, 
Chief of the Building Materials Division of the 
NPA, tells this page that the official estimate 
for total construction in ’52—an estimate that 
was announced just before the steel troubles 
sounded off—indicated that the present year 
might reach an all-time high. He still thinks 
that is possible. Thirty billions plus; which, we 
repeat, is for all construction, heavy as well 
as light. Ever since Jack’s been handing out 
these estimates, he’s been hitting amazingly 
near the center of the bull’s-eye. He also men- 
tioned the figure, generally accepted around 
Washington, that there'll be a million or more 
residence units built this year. 


With one exception, so Haynes says, building ma- 
terials (other than lumber, which doesn’t come 
within his purview) are in good supply. That 
exception is the old trouble maker, brass plumb- 
ing fixtures. Despite earlier hopeful statements 
by copper importers and copper-scrap mer- 
chants, the amount of copper that can be al- 
lotted to manufacturers of plumbing fixtures 
has been slowly declining. This, it seems, is 
the toughest spot in the building materials line. 


Some hopeful, but as yet largely experimental, 
work has been done with glass; in pipe making 
and also in fixture making. But it hasn’t 
reached quantity production, and neither are 
the products as yet wholly satisfactory. Some 
times they fail for odd and irrelevant reasons; 
as when a housewife ties a clothes line to a 
glass pipe in the basement, and the pipe can’t 
take the sidewise pull. However, there is much 
promise in the current experiments; though 
they are not likely to relieve the brass shortage 
immediately. 


Other materials, such as bathtubs, sinks and the 
like, are in generally ample supply. No ap- 
parent shortage of steel. It’s worth noting that 
one big steel company, even after the labor 
troubles erupted, paid its usual dividend to 
the stockholders. There are some contumelious 
persons here in Foggy Bottom who think there 
wouldn’t be much moaning at the bar, either 
by steel management or by steel workers, if 


a proretion stoppage, a short one, should de- 
velop. 


We guess steel isn’t exactly running out of the 
industry’s ears. But it has gotten up to about 
here; and a little scarcification introduced into 
the mill inventories might jazz up sales a little. 
At least it might wipe some of the smugness 
off the buyers’ countenances. On the other side 
of the street, representatives of steel-using in- 
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dustries say that a relatively short stoppage 
of steel production—which of course they hope 
will not come—probably wouldn’t affect the 
output of their factories. 


Lumber at the moment seems to be plentiful, at 


least on a general average; and some prices 
have been declining. Then along comes one of 
those things. Workers in the Pacific North- 
west want the union shop in fir production. 
Mill inventories seem to be pretty good at the 
moment. But lumber workers are noted for 
stubbornness in labor disputes. 


In fact one of the less favorable lines on the 


business chart is the prospect of labor troubles 
in a good many industries. And even if those 
strikes don’t have immediate impacts in this 
industry they do create the general business 
climate in which we have to live and move and 
have our commercial being. At this writing the 
oil industry is getting it. Better look for whole 
strings of them, this summer; these demands 
for wage increases of all kinds. This despite 
a down trend in the industrial field generally. 
Don’t take this down trend too seriously; but 
don’t overlook it, either. 


The National Association of Purchasing Agents 


has issued a report sounding a little like a 
gastric crisis in full spate. Not that bad; but 
not so good. Back orders have taken a sharp 
drop, so these people say. Production declines 
are about twice as large as production in- 
creases. In fact some very large companies 
have made sharp reductions in production 
schedules. Add an increasing weakness in the 
general price structure; some additional lower- 
ing of employment; and much caution about 
future buying commitments. However, meas- 
ured in percentages, these things are not really 
violent; and of course quite a number of in- 
dustries are working at or near capacity. The 
troublesome fact is that a downward trend, no 
matter how narrow, is being noted in general 
industrial patterns. 


These things help create the stage setting for 


statements such as the ones made by Vice- 
President Sears, of Remington Rand, at the 
annual convention of the U. S. Chamber of 
Commerce. “The customer,” said Mr. Sears, 
“is king.” 


Another way of saying it’s a buyers’ market. This 


is the time, Mr. Sears added, for creative sales- 
manship to do its stuff; to sell customers what 
they want, at prices that will move goods, make 
jobs, and produce a margin for replacement 
and expansion of plants. It’s a good trick, if 
salesmanship can do it; as we believe it can. 
Mr. Sears thinks also that we must spend more 
than we have been spending on advertising and 
sales promotion. Well, from another source 
comes the report that U. S. business, taking in 
the whole pattern, will spend $600,000,000 more 
this year than it did last, in such promotion. 
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Almost every man, woman 


and child in America 


knows ELMER! 
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ELMER’S Glue-All is white magic for strong, invisible gluing...on 
furniture, wood, paper, fabric, pottery, leather, linoleum, etc. Dries 
clear in a jiffy. Non-staining. Wonderful for kids because it washes off 
hands and clothing instantly. National advertising, this month of May, 
is telling millions of people to get their trial-size of ELMER’S Glue-All 


at stores like yours. 


ELMER (and Elsie) have co- 
starred in millions of dollars’ 


worth of full-color national 


' magazine advertising. The re- 


sult is that millions of folks 
know and believe—“‘If it’s 
Borden’s, it’s GOT to be good!”’ 

Here’s your chance to sell the 
brand whose quality you know 


—and whose famous name, 


Fondens, everybody knows. 
Now you can display a brand 

that has wonderful appeal — 

that’s easy to use— pleasant to 


work with—designed to please 
the whole family. 


nek? 
sapmsnre enree 


So how about your order now... See your wholesaler or write 





- Bordens 














350 Madison Avenue, New York 17, N. Y.) 
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CASCOPHEN 


All-weather, completely waterproof 


GLUE 


You need something extro special 
for the folks who want “profes- 
sional” quality and permanence 
in their handiwork. This is the only 
completely waterproof wood glue 
available in small packages! 
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NEWS BRIEFS 





Aluminum Next? The Government is taking another “cal- 
culated risk” on the labor front—one that stems from steel into 
aluminum. The risk is that the CIO aluminum workers—part of 
Phil Murray’s steel union—will call wildcat strikes because the 
settlement of their wage demands against Aluminum Co. of 
America is being delayed by the stalemate in steel. The CIO’s 
Alcoa contract ran out nearly two months ago and the dispute 
was certified to the WSB. A special panel was named, held hear- 
ings and went to work on a report several weeks back. Its report 
has yet to be filed, and everyone agrees the aluminum settlement 
will be fitted to the pattern in steel. Best guess is that the alumi- 
num panel will stall until a steel settlement. 


Regulation W. With a single exception—the furniture section 
of department stores—there has been no significant improvement 
in the sales of items retailing for less than $100 since the Federal 
Reserve exempted them from its credit control, Regulation W, 
almost three weeks ago. Experts say that never in recent history 
has the public been so unwilling to part with its dollars. The 
opinion is expressed that only a real bargain will bring a sale 


these days. a 


Defense and Business. Not just the armed forces, but a lot 
of businessmen may suffer if Congress goes through with a sharp 
cut in military spending. Pentagon planners mutter they’ll have 
to slow arms production 15% in the fiscal year starting July 1, 
if the cut sticks. And on some contracts, the cutback may run 
closer to 30%. That would mean a lot less business for companies 
making tanks, planes, electronic devices, etc. When military cut- 
backs are coupled with sales resistance, discussed above, from the 
general public it presents a business picture that demands careful 


study. pe ae 


Appliances, too. Cutbacks are spreading among makers of 
household appliances. Softening demand brought curtailment in 
range, refrigerator, and food freezer output some weeks ago. Now 
the cuts are applied to toasters and other smaller items. General 
Electric, for example, has just shaved its small appliance about 
10% from first quarter levels. 


Keep ’Em Happy. Many small companies can’t afford to pro- 
vide expensive “fringe” benefits over and above their ordinary pay- 
roll expense. But these same companies often find they can pro- 
vide some of the “little things” that show employer interest in the 
worker’s welfare. For example: Bergstrom Paper Co., Neenah, 
Wis., welcomes a new worker by posting his picture on the bulletin 
board “a minute after he’s hired.” A Polaroid Land camera which 
develops and prints a picture in 60 seconds, makes the trick pos- 
sible. Hallmark Greeting Card Co. gives employes their birthdays 
off, with pay. Liberty Mutual Insurance Co. presents a $25 bonus 
to every worker who has a perfect attendance record for six 
months .. . we could fill this page with other ideas being used by 
employers to improve labor relations. 


Materials Handling Movie. Because so many dealers are in- 
terested in the use of mechanical handling equipment for cutting 
costs a new motion picture on this subject is strictly news. Titled 

Serves You Right,” it is an effective 15 minute film that gives 
case histories illustrating the use of fork lift trucks. Produced 
by the Clark Equipment Co., Battle Creek, Mich., this sound movie 
8 In black-and-white. 
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New “SCR” Brick permits a mason to 
build up to 100% more wall area per 
day. Details on page 66. 


Authorize Hike 
for Aluminum, Steel 


A liberalized self-authoriza- 
tion procedure under the Con- 
trolled Materials Plan which 
will permit certain manufac- 
turers to obtain substantially 
increased quantities of carbon 
steel, alloy steel and aluminum, 
beginning with the third quar- 
ter of 1952, was announced by 
Henry H. Fowler, administrator 
of the National Production Au- 
thority. 

Effective July 1, 1952, the 
amendment to Direction 1 to 
CMP Regulation 1 (Basic Rules 
of CMP) is designed to permit 
small concerns to share directly 
in the improved materials sup- 
ply situation, and to extend the 
benefits of self-authorization to 
many small producers who for- 
merly were unable to take ad- 
vantage of this provision, 
Fowler said. 

Starting with the third quar- 
ter of 1952, Fowler said, manu- 
facturers of Class B products 
will be permitted to use the 
self-authorization procedure of 
Direction 1 to obtain controlled 
materials up to certain limits, 
provided that they do not ex- 
ceed their average quarterly 
consumption of controlled ma- 
terials during 1950. 


Nation's Lumbermen 
Plan 50th Birthday 


The nation’s lumbermen will 
gather at the Jefferson Hotel, 
St. Louis, Missouri, May 8-10, 
to celebrate the 50th Anniver- 
sary of the Nationa]! Lum- 
ber Manufacturers Association. 
Fifty years ago, the Associa- 
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tion’s first organizational meet- 
ing was held in St. Louis. 

The theme of the meeting 
will be “50 Years of Lumber 
Progress.” The meeting will 
not only commemorate 50 years 
of service that the National 
Lumber Manufacturers Asso- 
ciation has provided lumber- 
men, but it will also commemo- 
rate 50 years of lumber 
industry progress. 

The Anniversary Meeting 
will bring together “oldsters” 
and “youngsters” of the indus- 
try. A special Anniversary 


Dinner will be held in honor 
of the men prominent in the 
past history of the National 
Lumber Manufacturers Asso- 
ciation. Also, the past presi- 
dents of the Association and 
other prominent pioneer lum- 
bermen will be honored on this 
occasion. 

At a special luncheon meet- 
ing, Senator John McClellan 
(D. Ark.) will address the as- 
sembled lumbermen on a num- 
ber of current issues of national 
importance. At the luncheon, 
the National Lumber Manufac- 
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DELTA POWER TOOLS 


Product 


Theres a Delta Power Tool for 


Another 


WOOD OR METAL WORKING 


+ 53 Machines © 246 Models @ More than 1300 accessories 






Also available 
in this deluxe 
cabinet model. 





Your Job- 


, City Zone. State. 


Caw Makers 


Yeu Here at last is a heavy-duty 


radial saw especially designed to perform 
every operation you'll encounter—and to do 
it better. Only this new Delta “Radial” Saw 
gives you these exclusive features which mean 
added profits through production economies. 


Compare These § Features 


Only Saw With All Controls In Front 
... safer, easier to operate because every 
lock, lever, crank and calibrated scale is 
“up front”. 
16” Saw Blade Cuts 51%” Deep... un- 
matched capacity, more than any other 
16”. saw blade—blade not only cuts 
deeper but lasts longer. 
One-piece Aluminum Safety Guard... 
covers the entire saw spindle for added 
safety (can be fitted to enclose blade 
completely). 
Front 360° Miter Pivot... permits saw 
arm to rotate 360° above the work table; 
swings either way, right or left, to cut 
miters from 0 to 90° with normal “pull 
saw” action. 
Enclosed Life time Trackways . . glass- 
smooth, hardened surfaces minimize roller 
friction; carriage travels more easily, rolls 
much faster with less effort. 
Sensational New “‘Lo-Rise”’ Motor... 
powerful direct drive, totally-enclosed, 
fan-cooled motor furnished in 3, 5, and 
72 HP. 
Quick-set Stops at 30°, 45°, 60° and 
90° ... takes but a few seconds to set 
saw at these commonly used bevel and 
miter positions. 
Front Guide Fence Controls . . . offer 
quick, positive locking action when chang- 
ing guide fence positions; no more ham- 
mering of wedges. 


MIL EE DELTA POWER TOOL DIVISION \ 


Rockwell 


MANUFACTURING COMPANY 
693E N. Lexington Avenue «+ Pittsburgh 8, Pa. 


0 Please send me the new descriptive folder. 


©) Please send the name of the nearest Delta 
Dealer. 


Name Position | 
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turers Association will pregey 
its annual Junior Achievemey 
Award for Woodworking. Thi, 
award is made to a junior bug. 
ness enterprise which, in yy. 
tional competition, is judged t, 
produce the best product mag, 
from wood. 


Building Needs 


150,000 Apprentices 

That 150,000 apprentice; 
should be in training in the 
construction industry in 19%) 
was revealed recently by Diree. 
tor W. F. Patterson of the U.§ 
Department of Labor’s Bureay 
of Apprenticeship. 


This quota was announce} 


by Mr. Patterson in an addres 
at an apprenticeship comple 
tion ceremony in Eau Claire 
Wisconsin, attended by cop. 
tractors and labor in the build. 
ing trades. At the present 
time, according to our records 
of registered apprentices only 
a little more than 93,370 are 
in training in the building 
trades. There should be 56,630 
more in training, or an increase 
of nearly 30 percent. 

Mr. Patterson emphasized the 

need for skilled manpower in 
the industry today because of 
the plant building projects 
underway to produce military 
equipment, in addition to the 
home building program whieh 
has been underway since the 
end of World War II. To cary 
out this two-fold program he 
said that more construction 
men were employed in 19% 
than ever before—reaching a 
all-time peak of 2,800,000 
workers last August. 
" “While the home building at 
tivity,” he stated, “is due for# 
decline this’ year, the plan 
building program will acceler 
ate, and in addition to that wil 
be the housing projects under 
way for workers employed i 
defense production plants.” 


Forest Products 


Exhibit at Portland 


The biggest permanent for- 
est products exhibit in ® 
world will open its doors ® 
Portland next June. ; 

And it will be housed in the 
world’s biggest log cabin. Port 
land’s famed old “Parthenon of 
the Forest,” the mighty builé 
ing whose principal supp? 
are 52 gigantic Douglas 


logs, is being converted into 
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Here is the mew look in ceilings. It is achieved 
with Sea Swirl decorative plywood, made from 
superior grades of Douglas fir plywood. This three 
dimension plywood is beautiful, practical and versatile. 


Interior and exterior types are available in 





4 x 8’ size, 5/16” thickness (other sizes on special order). 


ad Uses are unlimited in remodeling or new construction: 


8S 


" for ceilings, walls, built-ins, furniture...Sea Swirl 


». is available at APMI sales warehouses. Contact the one 


d- 


nt nearest you or write for illustrated booklet. 
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tt IMS Associated Piywoo s, Ine. 
of ld a i ; GENERAL OFFICES: EUGENE, OREGON 
1d- GjZ MILLS AT EUGENE AND WILLAMINA, OREGON 
' SALES WAREHOUSES: 4268 Utah Street, St. Lovis, Mo.; 4814 Bengal Street, Dallas, Texas; 
ris Producers of Sea Swirl; Douglas fir ply- 4003 Coyle Street, Houston, Texas; 1026 Jay Street, Charlotte, N. C.; 111 Welborn Street, 
Fir wood; mahogany faced plywood; Greenville, $. C.; 925 Toland Street, San Francisco, Calif.; Eugene, Oregon. 
a Plyron; Handy Panels. SALES OFFICES: 31 Stote Street, Boston, Mass.; 1854 Brae Burn Road, Altadena, California. * 
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majestic “Gallery of Trees” 
featuring three-dimensional ex- 
hibits of the modern western 
forest products industry. 

Completely renovated and 
dramatically lighted, the vast 
206 by 102 foot structure will 
be formally re-opened Sunday, 
June 8, as the initial event of 
Portland’s annual week-long 
Rose Festival. But the Gallery 
of Trees will be a permanent 
exhibit open winter and sum- 
mer without charge to visitors. 

Originally erected in 1905 as 
a part of the Lewis and Clark 
International Exposition, the 
vaulted “cabin” once housed 
exhibits of Oregon’s fir, pine, 
hemlock, spruce and rare myr- 
tlewood. Now, through the 
combined efforts of Pacific 
Northwest forest products pro- 
ducers and Portland citizens, it 
will shelter a comprehensive 
display of modern forest in- 
dustry methods and products. 

Most spectacular of them all 
will be a replica of a fire look- 
out station perched high above 
the floor, commanding a sweep- 
ing view of the colossal colon- 
nades and exhibits nestled 
among them. Visitors will 
mount an open stairway to a 
catwalk around the lookout, ex- 
actly as though they were in 
the forest. Inside, all the in- 
struments and equipment used 
in fire spotting will be dem- 
onstrated. 

Floor exhibits will display 
modern industrial forestry, 
logging and sawmilling, ply- 
wood making, pulp and paper, 
the manufacture of hardboard 
and insulating board, preserva- 
tive treatment of wood, con- 
struction of laminated beams, 
woodworking, furniture mak- 
ing, and the production of 
shingles, battery separators, 
boxes and other forest prod- 
ucts. 


Cement Firms Bet 
Boom Will Continue 


Is America’s great post-war 
burst of construction activity 
about to peter out? One group 
of experts is wagering millions 
that, on the contrary, the long- 
term trend of building will 
head upward. 

These experts are the na- 
tion’s cement manufacturers, 
major suppliers to the con- 
struction industry. After tak- 
ing long looks into the future, 
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they’ve been doing a lot of 
building of their own. 

While they doubt this year’s 
shipments will equal the record 
1951 rate, cement men are al- 
most unanimous in forecasting 
a sharp rise in volume over the 
next few years. And the an- 
ticipated growth in demand for 
cement has spurred one of the 
most extensive expansion pro- 
grams in the industry’s history. 

17% Boost in Capacity. By 
the end of 1952, total produc- 
tion capacity is expected to 
reach 265 million barrels, 17% 
more than at the start of 1951. 
With construction and mod- 
ernization costs estimated at 


- around $10 per barrel of ca- 


pacity, the industry will have 
spent about $380 million on 
1951-52 additions alone. That’s 
a sizable sum for an industry 
that grossed about $612 million 
last year. 

Expansion is the byword 
these days for both the giants 
and the little fellows in the 
cement-making trade. Big Le- 
high Portland Cement Co., of 
Allentown, Pa., spent over $12 
million in 1949 and 1950 to lift 
its capacity by 9% to 21 million 
barrels. Now the company is 
building a new 1,400,000-barrel 
plant near Bunnell, Fla., at a 
cost of $14 million. 

Joseph F. Young, president, 
says he has three more projects 
in mind for 1953 and 1954—a 
new plant at Monticello, Minn., 
20 miles from the Twin Cities; 
doubling capacity of the Alsen, 
N. Y., facilities to 2 million bar- 
rels; and modernizing the 
Fogelsville, Pa., property. 


Building Took 11% of Income in ‘51 





Alpha Portland Cement ( 
another large producer head 
quartered in the Lehigh Va] 
—the country’s oldest and larg. 
est cement-producing area 
a three-year $6 million pry 
gram extending through 1953 
Medusa Portland Cement (o, 
of Cleveland, is spending J. 
most as much this year on , 
12% boost in its capacity. 


Gunnison Plans 
Steel Military Shelter 
United States Steel Corps 


prefabricated housing subsidi. 
ary, Gunnison Homes, Ine, 


plans immediate constructioy | 


of a new plant to prefabricate 
a “revolutionary” insulate 
steel military shelter. 

The new plant will be built 
on a 50-acre tract adjoining 
Shiremanstown, near Harris 
burg, Pa., which U. S. steel 
acquired more than a year ago, 
Gunnison will continue to pro 
duce its regular line of 
fabricated homes at its plantin 
New Albany, Ind. 

Gen. John J. O’Brien, preg 
dent of Gunnison, said the mili. 
tary structures to be built can 
be used “anywhere in the world, 
from equatorial Africa to sub 
zero zones in the Arctic.” The 
structure is completely de 
mountable, portable, fire-proof, 
termite-proof and _ hurricane 
proof, and can be used for one 
or two-story field hospitals, bat- 
racks, mess halls, warehouses, 
post exchanges or administr- 
tion buildings, he said. 

“The military shelters can be 








BI Per Cent New Construction Was of Total fa 
16 National Income Each Year | ib 
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i UNSURPASSED FOR QUALITY 
an 
d, Kinzua’s facilities are modern and up-to-date 


— —— 


—assuring you the finest Ponderosa Pine 
products that can be manufactured from 
choice tree-farm timber. 


ne AB RTT LEE ASE AI LER L aT SAC TR sa en AS 


Year after year Kinzua has adhered to a 
policy of rounding out its timber supply—to 
provide a sufficient timber reserve for cyclical 
harvest. 


FRE VrTS PSPs TF 


+ 
eae 


S 


Si anediy oft. and enetaed Gu: Every foot of Kinzua Pine is sold “quality 
pends on the timber from which it is guaranteed” and is 100% kiln dried direct 


manufactured. Look at these mighty from the saw. 


monarchs of the Kinzua Forest. They P ; : 
ie vii comune. oh Ban quality For the utmost in satisfaction on your lumber 


lumber. needs, order Kinzua Pine products. 


i} | 


=e: ae 


When Better Ponderosa Pine Lumber is Made 
KINZUA Will Make It!! 


KINZUA PINE MILLS CO. 


at P4ey. waren sacle}, | 


MEMBER NATIONAL WOODWORK MFRS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 
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manufactured in large volume 
and will be shipped directly 
from the plant in Harrisburg to 
the point of erection or can be 
stockpiled, regardless of weath- 
er conditions. They can be 
shipped by airplane if neces- 
sary,” General O’Brien said. 


In the Market Centers 


TACOMA—Labor controver- 
sy has reared its ugly head to 
disturb an otherwise relatively 
serene lumber market situation. 
Under the stimulus of good 


weather, log production has 
been going ahead steadily to a 
point that there appeared to 
be little likelihood that depleted 
supplies resulting from Winter 
demands would seriously affect 
present manufacturing require- 
ments. Orders have been main- 
taining a steady flow with every 
indication that there would be 
no abatement. 


The effect of the Internation- 
al Woodworkers of America 
strike here probably has not 
been as paralyzing as in other 
sections of the Pacific North- 





NEW SALES eee 


; N 


CZ 


WOOD SEALERS 
for interiors 
and Exteriors 


AETNA 
PRODUCTS 


Plywood Panels 
Mahogany 
Walnut 
Birch 
Fir 
Pine 
Prima Vera 
and many others 


Standard sizes up to 
48” x 192” 


24 hour shipping service 


Complete line Glues, 
Sealers, Bleaches 





NEW PROFITS with 





Sales-getting Counter Display with real 
wood panels finished in REZ Color-Tones. 


Here’s a new line of color-toned wood sealers 
that will really bring you new profits, because 
REZ Color-Toned Sealers accomplish a two- 
fold purpose. 

First, you sel] the REZ itself, because it pene- 
trates, seals, and tints the wood at the same 
time. It does not conceal the wood grain, but 
instead intensifies its natural beauty. 

Second, you sell more plywood, because Color- 
Toned REZ solves a long-felt problem of your 
customers. Color-Toned REZ makes it easy for 
the home workman to color and seal at the 
same time — saves work; saves money. 


REZ Color-Toned Sealers come in five nature- 
inspired tints: Driftwood, Sage, Redwood, 
Cedar, and Mahogany. 


Send your trial order TODAY! 
Counter Display, illustrated at top, 
is FREE to dealers handling REZ 


w, Color-Toned Sealers. 


“AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue 


Chicago 22, Illinois 
ARmitage 6-7100 


BRANCH WAREHOUSES: Grand Rapids 7; Indianapolis 2; Rockford 


AETNA--PLYWOOD FOR EVERY PURPOSE 


14 





west, but nevertheless the jp. 
pact has been considerable, Thy 
strike went into effect April % 
after negotiations had been ¢op. 
ducted on an area-wide basis 
the Lumbermen’s Industria) 
Relations Committee. However 
after the strike started, nego. 
tiations were carried on by |p. 
cals independently. 

On April 30, after being oy} 
for two days, approximately 
one thousand members of the 
union accepted an offer from 
the St. Paul & Tacoma Lumber 
Company. Union officials sajq 
that planing mill workers ry. 
turned to work on May 1, but 


that others would wait until | 


May 5 when mill repairs are 
completed. Union officials said 
that under the settlement, 
workers would receive a 71. 
cent an hour across the board 
raise, a night differential boost 
from 4 to 6 cents per hour and 
a decrease from five to three 
years for eligibility for two 
weeks vacation. Other individ- 
ual negotiations are understood 
to be in progress. 

SEATTLE—The C.1.0. strike 
has idled some 25 to 35 per cent 
of the mills. The situation 
changes hourly so it is difficult 
to get accurate figures on pro- 
duction. It is. understood here 
that Weyerhaeuser, Simpson 
and St. Paul and Tacoma are 
running; also all Everett mills 
except Eclipse. Many small in- 
terior mills are believed oper- 
ating. The strike is expected to 
last two or three weeks. The 
strike finds the fir mills with 
good order files but many mills 
have logs for only a short time. 
Duration of the strike will be 
the principal factor in deter- 
mining the market. 

The freight advance caused 
transit cars to move fast. Mills 
are now holding off accepting 
orders thinking that green di: 
mension will advance. 

There is not enough lumbet 
moving to pin-point prices but 
fir is about the same. Kiln 
dried hemlock dimension has 
advanced about seven dollars 
Ties are down $5. The pile 
market is fairly active. No. 
common Ponderosa pine has at- 
vanced. Most prices are frozen 
with as much as $12 between 
the price of the same item # 
different mills. 

Idaho Pine mills are down 
strike and prices are frozen. 

In the spruce market maly 
mills cannot accept busines 
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for quick loading. Most orders farmers buying lumber again. ments were 69.6 percent above; 
are for late May and June. The industrial plants, which orders were 63.7 percent above. 
Cedar shingles and siding normally seek common and Compared to the correspond- 
continue weak. Shingle prices crating supplies, are showing ing week in 1951, production 
slid down a few cents the past no material interest in supplies of reporting mills was 10.9 per- 
fortnight. With log input af- at the moment. cent below; shipments were 3.0 
fected by the strike shingle pro- Retail yards have a fair as- percent below; and new orders 
duction may drop considerably. sortment of lumber and gen- were 11.4 percent below. 
Twelve ships from Canada have erally are waiting for actual 
taken the last of the big U.K. movement of stock from bins Southern Pine 
lumber orders. before placing re-orders. ducti £ South 
BALTIMORE—S outhern A number of the larger mills The produc mall ” ta 
pine continues very activeinthe in the Southwest report that Pine by the 110 .y S ap ee Ing 
local market and the supply at the new railroad freight ad- 0 the oo adi ye 
the moment is considered vance which goes into effect tion for the week ending Apri 
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_ The only real scarcity, May 2 will raise prices around 26, 1952, amounted to 17,973,- 

' To aun ony, is in long $1 a thousand board feet to oo a or 1.27 perce Sa 
t# lengths of long leaf Georgia pam as far north as Kansas be pone jab beg ng 766 000 
! pine. , ~~. feet, 2.41 percent below the 
. Most yards catering to needs ; three year average. Shipments 
d of industrial users seem to keep Lumber—National for the week were 17,871,000 
ff their working force at nearly , feet, 0.57 percent below produc- 
)- top speed. Those whose prin- Lumber shipments of 499 tion.  Unhiled octiek Geanne 
d cipal outlet is, the building mills reporting to the National 43. 857.000 feet 
t trade indicate their business Lumber Trade Barometer were pie , 
d could be more active. 5.5 percent above production . 
¢ There is some optimistic view for the week ending April 26, Western Pine 
0 with the lifting of restrictions 1952. In the same week new Production of Western Pine 
i. on certain types of building, all orders of these mills were 0.1 and Associated Woods by the 
d of which may absorb consider- percent below production. Un- 110 mills reporting to the 

able quantities of lumber. filled orders ‘of the reporting Western Pine Association for 
ce The fir situation on the West mills amounted to 42 percent the week ending April 26, 1952, 
nt Coast has been watched with an of stocks. For the reporting totalled 61,401,000 feet. This 
mn attentive eye. All types of this softwood mills, unfilled orders compares to 73,812,000 feet for 
It lumber are in good supply at were equivalent to 23 days’ pro- the same period a year ago. 
0- most yards here, with the ex- duction at the current rate, and Shipments for the week ran to 
re ception of clears. gross stocks were equivalent to 65,745,000 feet, 7.1 percent 
in Although the West Coast 52 days’ production. above production. For the same 
re prices went up to ceiling levels, For the year-to-date, ship- week last year shipments were 
ls it is reported that a few cars ments of reporting identical 80,366,000 feet. Orders for the 
n- in transit have been picked up mills were 5.8 percent above week were 63,699,000 feet as 
t at a favorable margin. production; orders were 7.0 compared to 78,612,000 feet a 
to There has been some buying, percent above production. year ago. Unfilled orders were 
he too, in anticipation of the new Compared to the average cor- 235,191,000 feet at the week’s 
th freight rates due to go into ef- responding week of 1935-1939, end as compared to 252,437,000 
Is fect on May 2. The saving of production of reporting mills feet in 1951. Gross stocks 
Ne, approximately $2.50 per M, for was 76.7 percent above; ship- amounted to 724,485,000 feet. 
be instance, on dimension lumber 
I oo <a apf enough to take 

advan ; . 
- — | 1951 Lumber Output Near High 1950 Record | 
ls UaANSAS CITY—The South- BILLIONS OF Production of Lumber in the United States _ BILLIONS OF 
-" estern lumber market was a BOARD FEET BOARD FEET 
j. § ‘Somewhat spotty affair in the 40 by Years, 1913-1951 40 

last few weeks. In some parts, ne * a 
_ the market was quite active 35-HF HHI nin HHH 35 
ut While in other sections of the | 
in district it was slow and draggy. CAAA Annan pail Hf 30 
om Price lists, for the most part, 
. ruled steady. The only recent 1 25 
as Increase was in No. 2 oak, an » 
7 item that had displayed weak- Hl 
2, ness for months. 
en Mills in the district report 
en lat sales generally are run- 
at hing about equal to production. 

0 surplus stocks are reported HHH HAHAHAHAHA sletelatctuletatstatatatctatctctelstsas 

on and demand, when it arises, UU 

usually is for immediate ship- Onis 18 1719 2123S 2729338 5°37 394143 4547-495 
ny —_ The country points are Source of Data: Lumber Menufacturers’ Association | | 
oss showing more interest, with ee aa 
& Bumpinc Propucrs MERCHANDISER 17 











The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine—the 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 

URE cercove .-+-165.00 150.00 105.00 
Flat Grain Flooring 

BE -cecéegsendas 130.00 125.00 93.00 

BMG ccccccccecee 155.00 150.00 105.00 
Drop Siding Paneee 

1x6 (Pat. #106).150.00 145.00 110. 

1x6 tat. 116).155.00 145.00 105.00 
Celling 

eee 125.00 123.00 80.00 

Be epeceenese 116-125 120.00 80.00 


Boards and Shiplap and 2” (Green) 


2x 4 ; a y 
2x 6 78.00 78.00 79.00 83.00 83.00 


2x10 78.00 78.00 78.00 80.00 80.00 
2x12 78.00 78.00 78.00 80.00 80.00 
No, 2 Dimension 
2x 4 174.00 74.00 77.00 76.00 76.00 
2x 6 75.00 72.00 76.00 74.00 78.00 
2x 8 75.00 75.00 75.00 75.00 74.00 
2x10 76.00 75.00 75.00 75.00 75.00 
2x12 75.00 75.00 75.00 75.00 75.00 


we, 9. 3 Dimension R/L Only 


CES HEKCHOeESE SR OES CKC he ees a3'3s 
2 é wih e Essay ones mana ee wed~e Sins . 
2x D gxeesat eee eeere nee ets COCO 56.00 
BED “Ginswh gots 6adwy 004 ma oe ele eae 51.00 
BRIS ccdccwcvcedccscctcccoccoees 49.00 


(Add 10-15 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No, 1 24” 4/2 12.35 
No. 2 24” 4/2 8.35 
No. 3 24” 4/2 5.35 
Perfections 
No. 1 18” 5/2% 9.35 
No. 2 18” 5/2% 5.35 
No. 3 18” 5/2% 3.75 
XXxXxxX 
No. 1 16” 5/2 8.20 
No. 2 16” 5/2 5.20 
No. 3 16” 5/2 3.75 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 


Beveled Siding, % Inch 
Clear i w ie 


PE cceves 75.00 70.00 50.00 

x5 inch ...... 85.00 80.00 70.00 
Tee TOR cccccs 95.00 95.00 75.00 
%x8 inch ...... 120.00 115.00 90.00 

Clear Bungalow Siding, % Inch 

i. . Srey 155.00 150.00 130.00 

. 2” ereaeet ee 180.00 175.00 140.00 
De Ue, eds tues 190.00 185.00 150.00 


Finish, B and tr. S82 or 48, 
6 to 1@ or rough 


De we bneld cs vcided bbiiddés ofelaeat 220.00 
MIE’ dco:niul. dt 6% pintehdoal BE teint aieka be WG 220.00 
EE dnd nddeb wacea ata tan leo he 270.00 
Celling or flooring, B and Btr. 9-16’ 
B&Btr. Cc D 
De be eebwule «+--105.00 100.00 90.00 
UE cinihd bh atnd « back 120.00 115.00 95.00 


Discount on mouldings, 6-20’ odd 
lengths, 


Series 8,000— 
—- under 4.00—list plus 35 per 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5-16’, 5-16’ 
1/3x% 


REPEC OU re te generst ce ceudass 1.50 
PE eats vctwlsee deewserver ce ¥es 1.75 
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WESTERN PINES 


Ponderosa Pine 


6/4 RW 

Selects and 

S2 or 48 4/4RW 6/4RW 8/4RW 
C&Btr RL ...255.00 - 00 275.00 

Shop, S28 0.1 No. 2 
|. eae ee 150. 00 120.00 
| Ee Ts ee gees: A --.-150.00 120.00 

Commons 2&Btr. No. 3 

S2 or 48 RW 106 RW 72 RW 64 
2. aa 128.00 90.00 72.00 
TES Bile ote cors 124.00 88.00 70.00 

Idaho White Pine 

Selects 

‘$2 or 4 


8 x8 5/64 
C&éBtr. RL 250, $0 268, So 270 00 265.00 
D RL .....205.00 225.00 230.00 235.00 
Comment, S2 or 48 Brey 1 No. 2 No. 3 
7.00 140.00 100.00 


eee ewe eeee 


1x12 tavetesenme 147. 00 141.00 100.00 

Sugar Pine 

Selects 

S2 or 48 4/4 RW 6/s RW a ped 
B&Btr. RL ..270.00 280.00 00 
i “SFR: 265.00 275.00 385.00 
DP te Ke Kesex 235.00 245.00 255.00 

Shop, 82S No. 1 No. 2 No. 3 
.. aera: 160.00 130.00 85.00 
|, Serer s 160.00 130.00 85.00 
wee Sadeonaunea 160.00 130.00 85.00 





OAK FLOORING 
Clear Pin #3x2% #x1% %x2 %x1% 


White ..192.00 165.00 177.00 162.00 
Red ....197.00 170.00 177.00 162.00 
Sel Plain 
ite ..172.00 145.00 167.00 152.00 
Red ....177.00 150.00 167.00 152.00 
#1 Com Pin 
White & 
Red ..138.00 113.00 125.00 115.00 
#2 Com Pin 
White & 
Red .. 75.00 50.00 82.00 77.00 
#1 Com & 
Btr Shorts 


1%” ....105.00 80.00 97.00 97.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc D 

a ? Pree 175.00 165.00 145.00 
Flat Gunte Flooring 

we veweae pen 160.00 150.00 110.00 

Re Sy eee 190.00 180.00 140.00 
Drop Siding 

1x6 (Pat. #106).190.00 180.00 150.00 

1x6 (Pat. #116).190.00 180.00 150.00 
Boards & Shiplap 

1x10 1x12 


1x6 1x8 
No. 1 ...130.00 130.00 3 +4 150.00 
No. 2 ... 80.00 85.00 90.00 
No. 3 ... 70.00 78.00 78. 00 83.00 
No, 1 Dimension 
: 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 + 00 10% +4 104.00 
2x 6 87.00 87.00 5-08 98.0 98.00 
2x 8 90.00 90.00 98:00 100.00 
3x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 


No. 3 ee npdea outy 
2x 4 67.00 


2x 6 66.00 
2x 8 65.00 
2x10 65.00 
2x12 65.00 





REDWOOD 


Bevel Siding 
%x 4 V.G. Clear All Heart...., 7 
ex 6 V.G. Clear All Heart.... °°" wh 
%x 8 V.G. Clear All Heart.....,, 130.09 
x 6 V. G. Clear All Heart....,,, 7.0 
x 8 V.G. Clear All Heart....... 136,09 
x10 V.G. Clear All Heart...) )"° 153.0 
x 6 V.G. Clear All Heart..... + + 164,09 
%x 8 V.G. Clear All Heart.....,, 194.09 
%x10 V.G. Clear All Heart... ..": 2070 
%x12 V.G. Clear All Heart...:°!: 211.00 


Note: A grade V.G. Redwood Siding 
aperes: $4.00 less for and in 

ove sizes. $5.00 less for % inch in 
above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart......, 240.00 

1x12 V.G. Clear All Heart......, 255.00 

* Note: Deduct $8.00 for A Grade, 
Finish 


1 Inch Clear All Heart Flat 
Grain Redwood Finish 84S 


m “TRER WIGtR cc cccccescocatn 145.00 
GS ERG WIBER. cc ccccccercd an 185.00 
6 TROD WIR oie cece ccceccaaen 165.00 
S MER Wit. ccisccccvcsvsen 200.00 
16 SRO. WIG < 06.00 6d cecepaaun 211,00 
ES SOW WEGGLM: o cc teiccensecncum 226.00 


Note: A grade $10.00 less in above 
widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C D 
BG seisaweneu wre 150.00 140.00 100.00 
Flat Grain Flooring 
Be. bu.ces wacdiowe 135.00 125.00 93,00 
ere 155.00 150.00 100.00 


Drop Siding 


1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 


Ceiling 
Pe a p4s eewiesy 105.00 100.00 60.00 
BE vibe watied exe 110-120 105-115 90.00 
Boards and a and 
2” (Dry) 
1x6 1x8 1x10 —_ 1x12 
No. 1 ... 80.00 82.00 82.00 82.00 
No. 2... 77.00 77.00 77.00 177.00 
No. 3 ... 62.00 64.00 64.00 64.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 88.00 88.00 91.00 91.00 91.00 
2x 6 88.00 88.00 88.00 93.00 93.00 
2x 8 90.00 88.00 88.00 88.00 93.00 
2x10 88.00 90.00 88.00 88.00 93.00 
2x12 88.00 88.00 88.00 88.00 93.00 


No. 2 Dimension 


4 87.00 87.00 89.00 88.00 88.00 
2x 6 86.00 86.00 87.00 88.00 88.00 
8 83.00 83.00 84.00 84.00 84.00 
2x10 83.00 83.00 83.00 83.00 83.00 
* 2x12 81.00 81.00 81.00 81.00 8 


No. 3 Dimension R/L Only 


MEG. SE esann'0 ox 8q:0-6 0.6% Care 6'6 68 
ox é sha th tn ct rig chi aoe "ea? ale 65.00 
BIL ID. sleleclaeeedhedeews.000e aan 64.00 
eee eee 63.00 
BEE: Bas bosses ted oes 00es eee 





ENGLEMANN SPRUCE 


Boards and Shiplap_ sx? 

(dry) 1x6 1x8 i1xl0 i 
No. 2&Btr..109.00 109.00 111.00 1a 
No. 8&Btr.. 81.00 82.00 82.00 830 


No. 1 Dimension 0’ 
22° 14’ 16’ 18° 
2x 4 81.00 81.00 81.00 87.00 Hy 
2x 6 78.50 78.50 78.50 78.50 La 
2x 8 78.50 178.50 78.50 82.50 ae 
2x10 78.50 78.50 78.50 85.50 Hat 
2x12 81.50 81.50 81.50 85.50 8 


No. 2 Dimension 


2x 4 72.00 72.00 72.00 72.00 720 
2x 6 72.00 72.00 72.00 72.00 ae 
2x 8 72.00 72.00 72.00 72.00 4 
2x10 72.00 72.00 72.00 72.00 ae 
2x12 72.00 72.00 72.00 72.00 


flat 
(Boards graded No. 1, 2, 3, a 
price; no price for straight No. 2 — 
- not grade out No, 3 Dimension 

r. 
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For the newest in roofing 
look to Barrett-the greatest 


that’s sure to help you sell! 


DURA-LOK stingi 





Specially-designed for re-roofing in windy areas... it will help 
you get a bigger share of today’s big re-roofing potential. 


This competitively priced profit-maker is easy to sell, quick and easy to apply. And, like ail Barrett 
products, Barrett DURA-LOK shingles are of assured high quality because Barrett exercises such 
careful manufacturing controls from raw materials to finished product. When you make a sale with a 
Barrett shingle you make a customer for life! Finest materials mean long-lasting roofs—and 

satisfied customers who are sure to do plenty of word-of-mouth selling for you! 


Building your business is Barrett’s business —Barrett’s unmatched quality is backed by Barrett’s 
unmatched sales promotion program and high-powered, big-league national advertising. All planned 
to help you locate prospects and close sales. 


Remember: There’s a Barrett shingle for every need! See the complete line—including, a wide 
variety of “conventional” shingles as well as locking shingles. 


Ask your Barrett salesman about S.I.S* roofing, EVERLASTIC* roofing, insulated siding, damp-proof 
coatings, roof cement and coating, sheathing and building papers, built-up roofing, rock wool insulation. 








hame in roofing 
THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, WN. Y. 
205 W. Wacker Drive 36th St. & Grays Ferry Ave. 1327 Erie Street 

Chicago 6, lil. Philadelphia 46, Pa. Birmingham 8, Ala. 
In Canada: The Barrett Company, Ltd., 5551 St. Hubert Street, Montreal, Quebec 








*Reg. U.S. Pat. Off. 
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Wholesalers and Exclusive Mill Agents 


_lic Relations at Home” in the February 25th issue y 
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Letters to the Editors__ 


Other Yards Helped, Too 
We have read with great interest your story, “Py, 













American Lumberman. (How E. C. Gillespie, Garie 
City lumberman, contributed building materials {, 
a needy family.) 

There were many others who also contributed fry 
time and materials. Browser Lumber, for 
donated all the window frames and sash. We d 
some rough lumber, also; 2,000 feet 1x6 roofers: 
2x10s; 18 pcs. 2x6x12, cornice material, all the gtyj, 
material for both stairs including stringers, risen 
oak steps for the first floor and NC for cellar, nosiy 
rails and trim. 

We were also the first to offer to donate 18 squar 
of roof shingles and 15 lb. felt for the roof. We aly 
solicited from Nassau Concrete Block Co. the ceme 
blocks. Mr. Kiesling, the owner, gladly donated, by 
could not readily truck them. Again we volunteerd 
and picked up and delivered them. 

We know we were absolutely the first in making; 
monetary donation, as we mailed our $25 check wit 
our letter of bereavement back in July 31, 1950. Mn 
Anderson did not use it herself, but endorsed it ove 
to the building fund. Our donation in effect startd 
it, as we were told by the committee. 


Charles B. Stiehler, Secretary-Treasurer, Mirschd 
Lumber & Supply Corp., Hempstead, L. I., N.Y. 


It's a Good System 


To the Editors: Thought you would be interested 
to know that we have received several letters inquiriy 
about our packaging of lumber system used }y 
“Genesee Lumber” at Batavia, N. Y., as a result d 
your article in the February 25th issue. 

Apparently many dealers are faced with the capiti 
investment problem today and welcome any suggt 
tions to save both capital expenditures and futuw 
operating expenses. 

S. L. Fisher, Genesee Lumber & Coal Co., Im, 
Batavia, N. Y. 


Albuquerque Lumber Wants Copy 


Dear Mr. Hood: I was one of those attending th 
Mountain States Lumber Dealer’s Convention in De 
ver, and after hearing your fine talk I made eve 


effort to contact you and make your acquaintance. 


I am still very much inspired by your talk asl 
that is actually the purpose of this letter. I 
appreciate it if you would send me a copy of you 
speech as I should like to go over the basic points 
study them. 

I believe the Albuquerque Lumber Company is# 
much the same position of Order Taking as you 
scribed it, instead of Creative Selling. I hope to 
much of my time in the coming year devoting ny 
efforts toward developing a real creative selling 
gram here at the company. 

My father has long been an admirer of yours al! 
after hearing some of your ideas, I too, can folow" 
my father’s footsteps. 


J. M. Doolittle, Albuquerque Lumber Compt 
Albuquerque, N. M. 
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*A Practical Approach to Advertising 


Some Advertising Policies and Principles, 


That Have Demonstrated Their Constructive Power 


Having reviewed what modern advertising is 
and can do for the lumber and building products 
retailer, and having determined that you are 
going to cash in on this selling tool to a greater 
extent, the next step is to establish the most 
profitable advertising policies and principles. 


The following suggested policies and princi- 
ples are employed by the most successful adver- 
tisers among lumber and building products mer- 
chants today: 

The day is over when consumer-generated sales 
are enough—we must have creative selling. 


In the area of discretionary spending (about 
40°, of our current National income after taxes), 
demand is in direct proportion to the effective- 
ness of creative selling efforts. Advertising can 
play a predominant part in such efforts. That 
business which wants an increasing share of 
consumers’ dollars must step up its advertising 
and sales promotion programs. 


The best sales force can only produce crea- 
tively when backed by adequate advertising. 


Even the best advertising requires an intelli- 
gent and trained personal sales force to back it 
up. The four elements of an effective sales pro- 
gram are: adequate and efficient advertising, 
practical sales promotion, competent personal 
selling and thorough sales training. 


_ The greater the share of the selling load that 
is (economically) entrusted to advertising, the 
more productive will be the personal selling 
— and the lower will be the overall cost of 
sales. 
_Success should always be measured in rela- 
tion to potential. Today the potential sales for 
lumber and building products merchants in their 
12 consumption markets is overa million dollars 
for each 5,000 population (1,500 families). 
Advertising and personal selling are the right 
and left arms of an ambidextrous sales program. 
It is no longer a question of whether to advertise 
or not—the real question is how much to invest 
m what kinds of advertising? The largest con- 
sistent advertisers (measured in terms of the 
relations of sales and net profits to potential) 
are the most successful businesses. 
_Selling is a problem in production—the pro- 
‘ Mae is the fourth in a series of editorials on Dealer 
vertising. 
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duction of profitable sales. As we must have 
machinery to produce a maximum volume of 
goods, so we must have a mechanism (advertis- 
ing and sales promotion) to produce a maximum 
volume of sales. Machines are sometimes en- 
trusted with too much, resulting in too high cost 
production. Advertising, too, must be practical. 


Mass production can only be justified by mass 
consumption. Mass consumption can only be 
had by mass desire translated into action. Mass 
desire is created by advertising and is translated 
into action by personal selling. 


The best reason for advertising today is—to- 
morrow. 


The only limit on advertising should be the 
amount of money that can be invested practi- 
cally to produce additional profitable sales. As 
long as a sales potential is not realized and the 
advertising appropriation is less than 2%, the 
budget should be increased. After the budget 
has risen to 2%, increases should be (a) less fre- 
quent (b) conservative and (c) pre-justified by 
tests. 

Advertising is a science. An expert should be 
employed (on a full or part time basis), an out- 
side counsellor sought—an employee trained 
for the job. 

Dealer advertising should have consistency, 
continuity, expansiveness, perseverance, flexibil- 
ity and repetition. It should be designed to 
catch today’s buyers today, tomorrow’s to- 
morrow. 

The overall results, ie., a full year’s sales, 
should be the test of success—not the results of 
a single campaign over a short period. A high 
batting average should be satisfactory. No man 
or advertisement ever sold every prospect. Al- 
ways use media which demonstrates the best 
results. The only justification for advertising 
is response. 

The advertising program should be completely 
integrated with.all marketing, promotion, sales 
training and personal selling efforts. Every lead 
secured by advertising should be followed up 
with effective personal selling. All selling and 
non-selling personnel should be briefed on the 
details of the advertising program and shown 
how they can back it up in making more and 


better sales. 
..... Art Hood 
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SEVEN DISPLAY ISLANDS, just inside the main en- 
trance, feature small sales items. Extra stock is placed 


on enclosed shelving underneath. Islands, cabinets, shely. 
ing and counters were made in the yard’s own shop, 


Home-Planning Service Boosts Sales 


Anderson Lumber Company, Provo, Utah, designs houses for five 
subdivisions and 30 custom homes each year. 


The first lumber yard in cen- 
tral Utah to function as a 
giant show case, Anderson 
Lumber Company’s handsome 
new quarters at Provo has 
3,600 square feet of floor area 
solely for displaying merchan- 
dise. 

“We’re getting away from 
the old practice of taking a 
customer out to the warehouse 
to show him something,” Man- 
ager J. M. Fulkerson explained. 
“The average lumber yard sel- 
dom displays building ma- 
terials properly, and _ that’s 
what we aim to do. We also 
wanted plenty of room for mass 
displays. We’ve found they 
really step up business.” 


Service Profitable 


Having a competent designer 
and two draftsmen on the staff 
has also been a good source of 
new business; for while the 
yard does not build the homes 
designed, it furnishes all the 
materials. 

An attractively furnished 
conference office where the cus- 
tomer can discuss a project in 
privacy. On one wall is a large 
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Cover: Logan Bennett, designer, and 
J. M. Fulkerson, manager, discuss a 
project with their customer Mrs. 
Warner Murphy. 





frame, lighted from the rear, 
that holds striking 8 by 10 color 
transparencies of homes de- 
signed by Logan G. Bennett, 
the yard’s full-time designer. 
In the past nine years, he has 
designed five subdivisions and 
an average of 30 individual 
homes a year. Most of the latter 
have cost from $25,000 to 
$90,000. 

At the customer’s request, 
names of contractors are sup- 
plied from a select list. Ander- 
son’s supervises construction 
from start to finish, and will 
arrange loans with insurance 
companies, banks, or FHA. The 
yard also furnishes stock plans, 
which the prospect may take 
home to study. 

Anderson Lumber Company 
operates 21 line yards in Idaho 
and Utah. The Provo yard 
burned down with a 90% loss, 
and with the exception of one 
warehouse, had to be com- 
pletely rebuilt. It was an op- 
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portunity which the firm thor. 
oughly exploited to get an ideal 
layout. The yard still occupies 
the same site, a tract 264 ft. 
wide and 400 ft. long, five 
blocks from the center of town. 
But instead of rebuilding on 
old foundations, the office and 
warehouses were relocated, and 
the railroad spur track was 
moved. 

- The new building is 88 ft 
wide and 54 ft. deep. Almost 
the entire front is plate glass 
from floor to ceiling. At night 
it is illuminated with 15 flood 
lights and a sign that can be 
seen half a mile away. 

Since it opened, many lum- 
ber dealers have inspected 
the yard and have praised the 
layout highly. Store traffic has 
increased 25%, and _ prospects 
drive by at night to look at the 
display windows — somet 
they never did before. 


Building Insulated 


Exterior walls are insulated 
cavity-type construction: b 
veneer outside; concrete bl 
inside, with 2” of vermiculite 
fill in the cavity. Andersoms 
has promoted this type of 
for years as best suited to 
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ROLLER CONVEYORS speed the unloading of box cars directly into a 80 x 173 


foot Quonset warehouse built with a trussed roof for efficient materials handling. 
Anderson Lumber also uses conveyors for truck loading whenever possible. 


extremes of Provo’s mountain 
climate, and its own building 
will now serve as a practical 
demonstrator. There is no base- 
ment. The concrete floor slab 
carries hot water radiant heat 
pipes and is finished with tan 
rubber tile. Recessed fluorescent 
lighting is flush with the ceiling. 


Store Interior 


In the display room proper, 
millwork, partitions, and panel- 
ing are birch. So are the islands, 
cabinets, shelving, and counter 
—all made in the yard’s own 
shop. The finish is unusually 
beautiful. A butternut stain 
was applied, then given three 
coats of clear varnish, and 
hand-rubbed with pumice stone 
and oil. In the manager’s pri- 
vate office, the paneling is 
Philippine mahogany; in the 





drafting department and the 
customer’s room, ash. Each of 
these woods was also finished 
with the same _ painstaking 
care. oe, 

Large, low platforms, only 
4” above the floor and mounted 
on casters for mobility, make 
ideal carriers for mass displays 
to the left of the main entrance. 
Each can carry 15 rolls of roof- 
ing or 10 4-cubic foot bags of 
vermiculite. The platforms are 
also used to display doors and 
screen doors. Four doors, tack- 
ed together lightly at the top, 
are set up on a platform to 
form a square. As many as 20 
front doors have been shown in 
this novel way at one time. 
Windows, molding, rolls of 
linoleum, bathroom fixtures, 
mirrors, and tile are also mass- 
displayed. Displays are changed 
at least every two weeks. 


In the rear of this section 
there are chairs and a large 
table stocked with home plans 
and literature through which 
women customers may browse 
while their husbands are con- 
ducting business elsewhere in 
the yard. 


Seven islands to the right of 
the main entrance display small 
items. Excess stock is carried 
in neat piles on the enclosed 
shelving underneath. Toe space 
around the lower portion pro- 
tects the island from scuffing 
and marring. Paint and small 
tools are displayed on shelves 
along the wall at this end of the 
store. 


Other Facilities 


Behind the order counter is a 
picture window, framing the 
yard itself. This is probably one 
of the few lumber stores in the 
nation with a picture window 
so placed, but the compact, 
orderly yard makes an inter- 
esting vista. A door beside this 
window leads to covered and 
heated storage of 1800 square 
feet for excess paint and hard- 
ware. Beyond is the shop, also 
with 1800 square feet and com- 
plete power-tool equipment. 


A loading dock with a 20-ft. 
overhang of corrugated alumi- 
num for weather protection ex- 
tends along this section of ware- 
house. Space under the dock 
was utilized for a furnace room 
and coal storage. Still further 
down are the molding shed with 
900 square feet, and 300 feet of 
open-front lumber sheds 20 
foot deep. Common _ lumber, 
pre-fabricated brooder houses, 
etc., are stored in the center of 
the yard. 


On the opposite side is the 
spur track and a Quonset ware- 


PLATE GLASS from floor to ceiling is a feature of the new Anderson showroom. 
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house, 80 by 173 ft., in which 
millwork, roofing, insulatj 
etc., are stored. Trussed-r, 
construction gives this ware 
house a floor area entirely yp, 
obstructed by columns or postg. 
At the south end, cement ang 
plaster storage is partitioned off 
to keep dust and dirt out of the 
main section. Roller conveyors 
are used to unload box cars and 
to move materials inside this 
warehouse and in the yard, 
Rollers are also used for truck 
loading, and even for unload. 
ing at the point of delivery if 
the order is large enough. 


Aggressive Merchandising 


Mr. Fulkerson’s merchandis- 
ing program is as streamlined 
as his yard. He carries a very 
large stock on the theory that 
you can’t sell what you don’t 
have. By establishing the yard 
as insulation headquarters for 
the area, he has secured some 
very sizeable orders. Two re- 
cent examples are five carloads 
of vermiculite concrete aggre- 
gate for insulating the roof deck 
of the new Science Building at 
Brigham Young University, and 
two carloads for an elementary 
school. 

Two full-time salesmen spend 
50% of their time following up 
leads from newspaper advertis- 
ing and telephone inquiries, and 
calling on contractors and busi- 
ness firms. Newspaper ads— 
never less than 2 columns by 
6”—are scheduled twice a week 
in the daily newspaper. Stuffers 
are sent with monthly state- 
ments, and 90% of Provo’s 
homeowners, as well as farmers 
on four rural routes, are cov- 
ered regularly with direct mail. 

“We also went after apart- 
ment dwellers,” Mr. Fulkerson 
said. “We figured those people 
would want to build a house 
some day. But we made up our 
mailing list very carefully, 
omitting those where we knew 
there was no prospect of busi- 
ness. All our mailing lists are 
segregated by groups.” 

About every 60 days, meet- 
ings are held at the yard with 
contractors, at which a manu- 
facturer’s representative shows 
a product movie and gives 4 
short talk. Lunch is_ then 
served by a caterer. These meet- 
ings are exceptionally well at- 
tended; usually there are be 
tween 40 or 50 contractors. 
Yard employes come t00, 80 
they can acquire detailed prod- 
uct information. 
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YOUNGSTOWN MANUFACTURING, INC. 
66-76 SO. PROSPECT STREET 
YOUNGSTOWN, OHIO 
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WALKING TESTS disclose scientific data on bending, stiffness and other prop- 


erties of a floor. 
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LAMINATED BARN RAFTER is tested 
for. strength in the laboratory’s mil- 
lion-pound pressure test machine, This 
rafter can be fabricated on the con- 
struction site. 


New Developments in Construction Research 


Tests on floor panels, laminated rafters and 
radiant heating may lead to new building techniques. 


BY B. A. HARKER 


StafteWriter, U. S. Forest Products Labora- 
tory, Forest Service, U. S. Department of 
Agpitulture 


é 


Strength and stiffness re- 
quirements for floors in dwell- 
ing construction have always 
been a source of argument be- 
tween builders. Some of the 
questions to which answers are 
sought are: 

1. The deflections allowable 
without opening cracks in ceil- 
ing plaster. 

2. The allowable spacing of 
joists. 

3. The effect of bridging and 
subfloors on distributing con- 
centrated loads. 

Opinions also vary widely as 
to just what makes a floor com- 
fortable to walk on. Floors 
have usually been designed on 
the basis of structural require- 
ments, rather than on factors 
related to human comfort. If 
the comfort factor, the amount 
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of deflection and vibration that 
can be tolerated without caus- 
ing personal discomfort, could 
be determined, floors could then 
be designed from a minimum 
of material consistent with 
both strength and comfort re- 
quirements. 


Common practice in house 
construction has limited the de- 
flection-span ratio to 1/360 un- 
der an imposed load of 40 lbs. 
per square foot, with the as- 
sumption that these require- 
ments would prevent formation 
of plaster cracks. The Labora- 
tory has found that the forma- 
tion of plaster cracks depends 


- not only on the size, spacing, 


and span of the joists, but also 
on the type of lath and plaster 
used. Under some test condi- 
tions, plaster cracked long be- 
fore a deflection-span ratio of 
1/360 was reached. 

Three types of floor panels 
were tested to investigate the 
possibility that some relaxation 


in the standards for floor con- 
structions might be feasible and 
still get a satisfactory struc- 
ture. One panel corresponded to 
conventional practice for qual- 
ity construction and had 2” by 
8” joists 16” on center, a diag- 
onally laid subfloor, and an oak 
strip finish floor. 

The other two panels were of 
lighter construction, using less 
material, such as gave satisfac- 
tory service in some World War 
II housing structures. One of 
these had 2 by 6 joists 16” on 
center, no subfloor, but an oak 
strip finish floor; the other had 
2 by 8 joists 24” on center, no 
subfloor, but an oak-strip finish 
floor. 

The panels were subjected to 
walking and other comfort 
tests designed to simulate con- 
ditions in a house. It appeared 
that, in order to meet comfort 
requirements, a floor should 
perform satisfactorily _ under 
the following use conditions: 

1. Comfort to person walk 
ing on floor. 

2. Comfort to person stand- 


‘ing on floor while others are 


walking about. < 
3. Comfort to person sitting 
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PANEL BENDING under a test load 
simulates pressure that haymow floor 
must take when the wind blows 
against the side of a barn. 





in chair and reading or partici- 
pating in some related activity 
while others are walking on 
floor. 

4, Objects in room not sub- 
jected to unreasonable vibra- 
tion caused by people walking 
about a room. 

Two of the panels were 
judged to be satisfactory from 
this standpoint by most partici- 
pants; the third panel, with 
joists 24” on center, was judged 
unsatisfactory. Both panels 
without subfloors had deflec- 
tion-span ratios of 1/360 under 
a design load of 30 lbs. per 
square foot; the deflection of 
the third panel, however, was 
greater than that of the second 
panel. The 24” spacing of its 
joists may have contributed to 
the discomfort felt during these 
tests, but only to a small extent. 

Tests were made on the three 
floor panels to determine their 
resistance to the puncturing 
action of a concentrated load, 


‘such as might be imposed by* 


the leg of a chest, piano, chair, 
stove or similar heavy furnish- 
ing in a house. Loads causing 
failure ranged from 1,700 to 
3,450 Ibs. for the first panel, 
from 480 to 1,700 lbs. for the 
second and from 420 to 1,300 
lbs. for the third. 


he load from a grand piano 
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is about 500 lbs., which is prob- 
ably the maximum load encoun- 
tered in a home. These results 
indicate that the subfloor used 
in the first panel considerably 
increased the resistance of the 
floor panels to failure from con- 
centrated loading. 

Since strip flooring comes in 
random lengths, it is not always 
possible to lay the floor so that 
the end joints occur over joists. 
In each panel, the lowest max- 
imum loads were experienced 
when there was an end joint in 
the finish flooring approximate- 
ly midway between the joists in 
the strip being loaded, and the 
greatest maximum loads were 
obtained when the strip that 
was loaded spanned or nearly 
spanned the joists. 

In more recent comfort tests 
on six floors, no close correla- 
tion between the vibration char- 
acteristics of a floor and its 
comfort factor could be deter- 
mined. Most of the floors with 
a deflection-span ratio of 1/360 
or less, however, appeared to be 
satisfactory from a comfort 
standpoint. More than 220 peo- 
ple, ranging from men engaged 
in the housing business to 
housewives and domestic- 
science teachers and pupils, 
participated in the walking 
tests. 

One trend in floor treatment 
in the past few years is the in- 
creased use of wall-to-wall car- 
peting. The use of 5%”-ply- 
wood directly beneath the car- 
peting, rather than a 34”-fin- 
ished floor, would effect sav- 
ings in the cost of a house. 

In an experiment to find out 
if wood floors are adapted to 
radiant heating, a test floor and 
radiant - heating unit were 
placed in the Laboratory’s sand- 
wich-panel house. Wood joists 
spaced 16” apart were sup- 
ported on a concrete slab, and 
mineral wool insulation was 
placed on the concrete and be- 
tween the joists. A wood sub- 
floor was nailed to the joists, 
wood sleepers to the subfloor, 
and red oak flooring strips to 
the sleepers. The heating coils 
were placed between the finish 
floor and the subfloor. 

With radiant heating, the 
Laboratory recommends the 
use of lumber uniformly dried 
to a moisture content adapted 
to the climate in which it is 
used to prevent cracks and 
buckling in the floor. In the 
test floor, the lumber was dried 





to a moisture, content of about 
6 percent which is suitable for 
climates similar to that of Mad- 
ison, Wis. For milder climates, 
such as that of Atlanta, Ga., a 
moisture content of 8 or 9 per- 
cent might be preferable. 
After nearly two _ years, 
cracks 0.02 to 0.04” in width 
appeared adjacent to about one- 
half of the flooring strips. 
There was no _ appreciable 
buckling of the floor due to 
swelling. The appearance of 
the floor was reasonably satis- 
factory. 
- Building research has not 
been limited to house construc- 
tion. The Laboratory is im- 
proving the construction of 
farm buildings by the use of 
light, curved laminated rafters. 
Farmers have accepted this 
type of construction not only 
because it permits post-free in- 
teriors, but also because of the 
ease of erection of the rafters, 
elimination of some connec- 
tions, and the pleasing appear- 
ance as compared with other 
types of framed buildings. 
Rafters for barns, machine 
sheds, corn cribs, and other 
types of farm buildings are 
available for a range of build- 
ing sizes from lumber dealers. 
Tests of haymow floors are 
being conducted at the Labora- 
tory in cooperation with the 
Bureau of Plant Industry, 
Soils, and Agricultural Engi- 
neering of the U. S. Department 
of Agriculture. The largest 
strength-test specimen ever 
handled at the Laboratory is 
now under test. It is a 48 by 18’ 
panel simulating a haymow 
floor about one-quarter the size 
of the floor in an average-sized 
barn. Because the panel was 
too large to place in an ordinary 
testing machine, it was con- 
structed outside the Laboratory 
building. The test unit is 
braced against one side of the 
building; the loads are applied 
by means of cables attached to 
the testing head of the Labora- 
tory’s million-pound-pressure 
machine inside the building. 
Pressure created by the wind 
blowing against the side of a 
barn must be resisted by the 
framework of the barn or trans- 
mitted to the end walls of the 
barn through the haymow floor 
acting as a diaphragm. The 
large panel is being tested to 
determine the capacity of dif- 
ferent types of floor construc- 
(continued on page 94) 
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EXECUTIVE SEMINAR of the Oklahoma Lumberman’s 
Association, Art Hood presiding. Seminar included papers 


oe 


on problems faced by today’s lumber and building mate 
rial suppliers. 
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FENCE EXPERT, George Mahoney, demonstrates before 
crowd on proper way to set corner and bracing posts, 
install bracing, tighten fence wire. Crowds also saw 
demonstrations on trussed and laminated rafter construc- 


DEMONSTRATION INSTRUCTORS, left to right, Bill 
Lyons, A. C. Childs, Bill Lott, Dean McCrary, George 
Mahoney, Gordon Nelson, Earl Bell, R. E. Anderson, Bill 
Poe, R. B. Thompson, Al Powell, and James McTaggart. 





tion. 


Oklahoma Round-up 


First national Land Judging Contest and 
Oklahoma Farm Buildings Day are co-featured with 
executives’ seminar of lumber and building material 


suppliers. 


Oklahomans had two of their 
greatest days, May 1 and 2, 
when they met in the Oklahoma 
Club and on the demonstration 
farm of Oklahoma A & M, 
Oklahoma City. First the Lum- 
bermen’s Association held an 
executives’ seminar on “Prob- 
lems Facing the Lumber & 
Building Material Supplier To- 
day.” 

Seminar chairman Arthur 
Hood of AL&BPM spoke on 
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creative selling and introduced 
L. G. Everitt, vice-president of 
the Long-Bell Lumber Co., 
Kansas City, Mo. Howard Kroll 
gave his ideas on financial 
problems facing the lumber 
dealer. Mr. Kroll is with Dun 
& Bradstreet of Chicago. 
Oscar Davis of Oklahoma 
City spoke on tax and expense 
controls, and C. R. Fay of the 
Pittsburgh Plate Glass Co. 
presented some problems that 


suppliers face. Congressman 
John Jarman spoke at the eve 
ning banquet to complete the 
day’s activities. 


The First National Land 
Judging Contest — Oklahoma 
Farm Buildings Day —thesé 
were the headliners on the see 
ond day. While a thousand com 
testants judged soils in nearby 
fields, visitors riveted their at 
tention on demonstrations in 
concrete block laying, brooder- 
house building, f a r m- kitchen 
layout, pole setting, trussed- 
rafter construction, and plant 

‘ings for the outdoor living 
room. A big Oklahoma barbe 
cue was held at noon. 


The Oklahoma Lumbermens 
Association sponsored bow 


seminar and the farm buildings 
day, furnishing materials for 
an automatic feeder and loafer 
shed for cattle. 
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LUMBER stacked 
high and dry (see 
photo above) was 
what kept Vil- 
laume Box & 
Lumber Co. in 
business immedi- 
ately following 
the flood. Work- 
men are shown 
stacking it higher. 


SALES via row- 
boat were made 
by this salesman 
handing sample 
of his product to 
Frank E. Vil- 
laume, vice-presi- 
dent of Villaume 
Box & Lumber 
cm Gt. .F Oul, 
Minn., during the 
recent flood of 
the Mississippi 
River. 


Flooded Mississippi Fails to 
Beat 70-Year Old Yard 


“Temperature 88, skies over- 
cast, plant flooded, came to 
work by rowboat,” is the April 
14, 1952, entry in the daily diary 
kept by Julius L. Villaume, 
president of the Villaume Box 
& Lumber Company, St. Paul, 
Minn. But it was “business as 
usual” even by rowboat that 


52 


day, though his plant was 
flooded under two to eight feet 
of water. 

With the worst flood in St. 
Paul’s history a thing of the 
past Villaume will long remem- 
ber it. The first thing manage- 
ment did that day was set up 
a truck and rowboat “shuttle 


service” for their employes, 
ferrying their employes to 
stairways to second-floor shops, 
as the entire first floor and 
basement were flooded. Yard 
employes were equipped with 
hip length boots and set to 
work restacking lumber to keep 
it dry. 

As soon as other St. Paul 
lumber and _ millwork com- 
panies heard about Villaume’s 
plight, they responded with of- 
fers which Julius Villaume 
termed “the finest kind of co 
operation any competitor could 
possibly give.” The Lampland 
Lumber Company offered space 
in their offices for Villaume 
salesmen, and installed a spe 
cial telephone line from theit 
switchboard to Villaume’s. The 
competitors also took orders 
for Villaume and made de 
liveries for them. 

As the waters began to sub- 
side, a special mailing was 
made to all business firms 1 
the flood area. It contained 4 
letter from Frank E. Villaume 
offering the company’s services 
in delivering clean, dry lumber 
and materials, and included 4 
check-list of 21 items that busi 
nesses would be needing to tf 
pair flood-damaged buildings. 
He also ran display ads in 
local papers saying “We're Al 
Wet—But Our Lumber 
Millwork Are Dry!” 
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BELIEVE iT OR NOT, it’s the truth 
that the small businessman frequently 
overpays his taxes because of igno- 
rance of the law. 


Take the Guesswork Out of Profits 


A LOPSIDED INVENTORY often leads 
to a business casualty. A recent study 
revealed that 53% of the bankrupt 
businesses did not keep adequate rec- 
ords. 





This article was prepared with 
the cooperation of the American 
Institute of Accountants, na- 
tional professional society of 
certified public accountants. 





Some suggestions that will help you price-for-profit: plan adequately ; 
keep taxes down; maintain sufficient working capital and avoid violations of gov- 


ernment regulations. 


Guessing games are fun ata 
party, but not in business. 

Yard owners face a lot of 
problems—such as fluctuating 
prices, shortages, and govern- 
ment restrictions—on which the 
advice of a swami may some- 
times seem the best bet. That’s 
all the more reason for avoiding 
guesswork on problems over 
which you can keep control. 

To help take the guesswork 
out of their operations, more and 
more small businessmen are do- 
ing what big business has done 
for years: making use of pro- 
fessional accounting advice. The 
certified public accountant is- 
qualified to help on a variety of 
business questions such as: 

—Pricing for profit. 

—Keeping taxes down. 

—Maintaining suffici- 

ent working capital. 

—Planning ahead, to prevent 

financial crises. 

—Avoiding violations of gov- 

ernment regulations. 
' ince he serves dozens of dif- 
erent businesses, the certified 
public accountant brings to each 
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the experience of all. Some 
people make the mistake of re- 
garding him as a glorified book- 
keeper. True, the CPA helps set 
up and maintain accounting 
records, but his services extend 
far beyond that. His advice can 
help lead you to greater profits. 

How? In many ways, depend- 
ing on the individual business- 
man’s needs. Here are a few 
typical examples. 

Proper pricing. Lumber 
dealer Edwards was anxious to 
do business with a new builder 
who had just announced plans 
for constructing a few homes in 
the neighborhood. The builder 
was willing to pay Edwards’ 
prices on millwork and building 
accessories. But, as he put it, 
“T’ve been given better quota- 
tions on the lumber list.” 

Edwards thought he could 
meet the competition’s lumber 
prices and still make enough of 
a profit on the millwork to come 
out ahead. He got the job. 

But when he called in an ac- 
countant to review his opera- 
tions, Edwards learned that the 


millwork profits did not compen- 
sate for the cut-rate lumber 
prices to which he had so hastily 
agreed. In effect, he was taking 
a licking on the job. 

Had Edwards been working 
with a CPA all along, he would 
have had cost records to point 
out the potential loss before it 
occurred. He might have been 
able to strike a satisfactory bar- 
gain with the builder which 
would still have shown a profit. 

Sometimes a “loss-leader” is a 
good business-getter. But quite 
often, as in the case of Edwards’ 
cut-rate lumber prices, they oc- 
cur inadvertently. By employing 
the accounting approach, the 
businessman has the tools for 
ferreting out all of his costs, in- 
cluding the “hidden costs,” and 
allocating them properly in or- 
der to arrive at realistic prices. 

Taxes: why overpay? An ex- 
traordinary thing about small 
business is that it frequently 
overpays its taxes! The reason 
isn’t charity. Unfortunately, 
many dealers just aren’t famil- 
iar with the many legitimate 
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or accepting too much credit? 


tax savings allowed by the laws. 

Take such a routine matter as 
buying a new truck. 

A New England yard owner 
planned to buy a light delivery 
truck. The depreciated value of 
his old one on the books was 
$900. But since his truck had 
received unusually hard wear, 
the owner could get only $600 
for it on a trade-in. 

On the advice of his CPA, he 
handled the situation this way: 

Instead of making the trade, 
he made two separate transac- 
tions. He sold the old truck for 
$600, and then bought a new 
one. By selling the old truck for 
$300 less than its depreciated 
value, he was able to deduct the. 
$300 book loss from his taxable 
income. 

If he had traded in the truck, 
he would not have been allowed 

to claim the loss—since, for tax 

purposes, no gain or loss is con- 

sidered to result from a trade-in. 

Another lumberman saved 

| Phimself tax money by thinking 

taxes for 865 days a year, in- 
stead of only on March 15. 

John Keller’s 16-year-old son 
worked at his yard on week ends 
and vacations. Keller paid his 
boy a fair wage, but carefully 
kept the annual total under $600. 
He withheld income tax on these 
Whe and his son filed a return 
- get his refund. But the son 

ldn't have to pay any tax, since 

is total income was under $600. 

Keller was able to deduct his 
‘ons wages on his own income 

X a8 a business expense. More- 
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TOO MUCH CREDIT can kill a business. Are you giving 








GOOD ACCOUNTING IS ESSENTIAL to keep your busi- 


ness operating at a profitable level. 


over, since his son had earned 
less than $600, Keller could 
claim a $600 exemption for him 
as a dependent. 

Dwindling working capital. A 
dealer in the south was begin- 
ning to lose sleep over -what 
seemed like a perennial shortage 
of working capital. He couldn’t 
understand it. Before the war 
he’d opened a small lumber yard 
and done well enough to expand 
gradually into other lines: 
building accessories, mason ma- 
terials, home appliances, paints, 
etc. 

“Now I’m in a spot where my 
biggest bills are overdue and I 
have to go to the bank for an 
extension on my loan,” he ex- 
plained to a CPA whom he’d 
called in to prepare a statement 
required by the bank. “Of course 
I’m not really worried,” the 
dealer added, “everything will 
be all right as soon as I unload 
my inventory.” 

That was the trouble—the in- 
ventory. Before he’d started to 
expand, it was a simple matter 


_of knowing what he had, and 


what was on order. But as the 
stock became more varied, and 
one-man control became more 
difficult because of new custom- 
ers and new clerks, the owner 
really didn’t know his stock 
down to the last knothole any 
more. 
After a special study, the CPA 
made his report: a lopsided in- 
ventory, heavily overstocked 
with slow-moving material. Most 
of it was outdated, with a mar- 


ket value considerably below 
the owner’s estimate. 

In the end, he was forced to 
liquidate—another business cas- 
ualty caused by lack of proper 
inventory control. 

Poor—or non-existent—rec- 
ord-keeping is a major cause of 
small business mortality. A re- 
cent study of business failures 
revealed that 53% of the bank- 
rupt businesses did not keep 
adequate records. 

Yet there’s nothing mystical 
about having the kind of record 
system which will supply accu- 
rate facts about your operations. 
The records a CPA sets up are 
simple—and, except in the case 
of.a large business, ones which 
the owner himself can maintain. 

Planning ahead with a plan. 
Dealer Marshall called his CPA 
in a flurry of excitement. He’d 
just stumbled on a terrific “buy” 
in a carload of siding. It meant 
a heavy cash outlay, but how 
could he resist? 

“Let’s look over your financial 
plan for the season first,’’ the 
accountant suggested. He 
wanted to be sure Marshall did 
not overextend himself financi- 
ally. 

They laid out a seasonal fore- 
cast. It was two forecasts, ac- 
tually: one showed the overall 
sales, purchases, and expense 
picture, the other indicated 
Marshall’s likely cash position 
month by month. 

The CPA’s suspicions were 
well-founded. If Marshall made 
the cash outlay at that moment, 
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it would take months to refill 
his cash account. The forecasts 
showed that he would be short 
for the regular cash purchases 
and expenses he would have to 
meet for a good part of the sea- 
son. 


Marshall passed up the bar- 
gain, but he realized the value 
of financial planning as a method 
of telling him how much cash to 
set aside regularly for such un- 
expected windfalls. 

Government regulations. “It’s 
been a late spring, and every 
farmer in the area who wants a 
new farm or tool shed seems to 
want it at the same time as all 


the others,” a midwest dealer . 


told his employes. “We’re get- 
ting behind in our orders.” 


He put the problem to them 
this way: 

“If you’ll all put in about 56 
hours this week and polish off 
this rush work, you can take an 
extra two days off next month, 
whenever you want them.” The 
employes liked the idea. 

But when the dealer’s CPA 
came around, he took a dim view 
of the deal. “I notice you didn’t 
pay overtime for that 56-hour 
week” he said. Told of the extra 


days off arrangement, he shook 
his head. 

“You ship out of the state, so 
you’re in interstate commerce, 
subject to the federal wage and 
hour regulations,” he explained. 
“you’d be violating these regu- 
lations and leaving yourself 
open to a severe penalty this 
way, even though the employes 
agreed to the deal. Under the 
regulations, overtime normally 
has to be paid for any one week 
when the employe works over 
40 hours. The government can 
make violators pay double the 
amount owed the workers.” 

They checked with the own- 
er’s attorney, who agreed that it 
would be cheaper to pay the 
overtime than to risk the possi- 
ble penalty. 


Getting the most from CPA. 


To help the businessman achieve 
the best possible working rela- 
tionship with his CPA, the 
American Institute of Account- 
ants suggests this list of ques- 
tions to be put to him at the out- 
set: 

1—Am I taking advantage— 
especially through advance plan- 
ning—of legitimate tax saving 
opportunities? 


2—Are there any overhead » 
other costs I haven’t includ 
in my pricing? 

3—How does my inventor 
shape up? 


4—-Are my finances unde; 


control? 


5—Am I accepting—or giving F 


—too much credit? 


6—Have I missed any logic 
places to shave costs and 4. 
penses? 

7—Generally, do you thin 
my business is in good health? 

Important to the nation, |; 
the coming year, the uncertaip. 
ties of the defense economy 
with its on-again-off-agaiy 
shortages—will make the goin 
rough for all business, especially 
for the smaller man. Yet smal 
business is an essential part of 
the country’s economic system, 
It is important to the nation as; 
whole, as well as to the indi. 
vidual entrepreneur, that every 
business continue to function at 
a profit. 

Good accounting can help to 
assure not only reasonable 
profits and the continuation of 
sound business—but confidence 
and peace of mind for the busi- 
nessman himself. 





Here's What We Mean By 
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Beautiful 
END TRIMMED 
END STAMPE) 


LUMBER PRODUCT 


Nothing is overlooked in the mant 
facture of Rosboro Douglas Fir asd 
West Coast Hemlock lumber prod 
ucts which will add to their quality 
Careful kiln drying. Accurately ™ 
to pattern. Double end trimmed. 
liably graded. The name Rosboro #* 
every piece is your assurance 
satisfaction. 


ROSBORO 
Lumber Compaily 


Springfield, Oregon 


—— 
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OVERHEAD-TYPE GARAGE DOOR | 
is available again in quantity 





Craw-Fir-Door No. 44 





Easy-to-use, automobile 
type lock is furnished with 
Craw-Fir-Door hardware. 











Craw-Fir-Door No. 45 


This time-tested favorite is now available in any quantity you 
need. Immediate delivery is assured for popular Craw-Fir-Dors. 
Stocks of the easy-working Crawford hardware are now adequate 
to supply all demands for these units. 

And the same outstanding Craw-Fir-Dor features are also back 
... attractive appearance in 2 styles; Douglas Fir durability, 
strength and weatherproof panels; automobile-type lock and 
keys ... and low cost! 

Pre-assembled Crawford hardware requires a minimum 
of handling and provides quick, easy installation and operation. 
Only 2” headroom is needed. 

Sold only through lumber dealers, Craw-Fir-Dor is a fast- 
moving, profit building item ... profitable for dealer, 
jobber and builder. 


Be sure to include Craw-Fir-Dors in your 
next order of doors from mills of the 


Pacific Northwest door manufacturers! 
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POINTERS 





Customers Buy Chimes 
When They Hear Them 


Customers interested in door 
chimes don’t have to wonder what 
they sound like at Cary’s new store 
in Durham, N. C. This display is 
all hooked up ready to be heard; 
consequently it doesn’t take a cus- 
tomer long to make up his or her 
mind which chime to buy. 





Working Model Helps 
Sell Flexible Screen 


Working displays help a lot in 
selling a customer. When every 
employe in the store is busy, a cus- 
tomer naturally turns to the vari- 
ous displays he finds around. Here 
at the Rosalyn, N. Y. branch of 
the Nassau Suffolk Lumber Co., 
the flexible door or room separator, 
makes a display which easily 
catches the customer’s eye. 
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Plywood Rack Stops Store Traffic 


those 
who do a lot of work around their 
property, like to find stores like 
Stebbins Anderson, Towson, Md., 


Homeowners, especially 


which cater to this type of trade 
The plywood rack seen in this pic 
ture is found just inside one of the 
store entrances. 








Dealer Sponsors Model Home Contest for H. S. Students 


Sponsoring a 
model-home 
building project 
in a local high 
school, is prov- 
ing an excellent 
public relations 
program for the 
Johnson - Camp- 
bell Lumber 
Company, Fort 
Worth, Tex. 
Most of the lo- 
cal and nearby 
newspapers have 
expressed inter- 
est in the proj- 
ect, run stories 
on it and plan 
to run follow-up stories. 

The Industrial Arts Class of 
Lake Worth School, composed of 36 
boys in the ninth grade is being 
divided into nine equal teams and 
each team will build a model house, 
constructed to %-inch scale with 
materials. supplied by Johnson- 
Campbell. The purpose of the con- 
test is to focus the attention of the 
student on trends in housing de- 
sign and construction methods; en- 
courage an appreciation of the 
value of wood as a construction ma- 
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terial; also construction methods 
and the terminology used in plats 
specifications and building 
struction. Johnson-Campbell 
award cash prizes to the teal 
building the three best models. 


Next year this same class of 
boys plans to build a real house, 
putting into actual practice 
training received in this Pro) 
Johnson-Campbell plans to 
with the school officials next 7 
as they have this year. 
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SHEATHING 
and SHINGLING 
in ONE Operation 


with the revolutionary Nova 
Insulated Sidewalls and Roofs 





Wide exposures—up to 12” on roofs and 14” on 
sidewalls—with 34” shadow lines—have long been 
accepted as the highest standard in architectural 
design and exterior beauty. 


Now you can give your client these big advantages— 
plus complete sheathing—together with 
major savings in materials, time and labor. 


Three fully tested products make possible this 
revolutionary new method of shingling and sheathing — 
at one and the same time’... First, the patented 

Nova Shingling Clip. Second, a panel of weatherproof 
insulating-building board. Third, a shingle of the 

finest cedar. Installation time: more than 1/3 less. 

Two men can sheathe and shingle the sidewalls 

of the average small home in one day! 


Obviously, the details of a system as revolutionary as 
this, cannot be covered on a single page. Let us send you 
a fully illustrated folder with complete construction 
details. The coupon below will save your time. 


Another group of NOVASCO PRODUCTS 



















































































NOTE: The window 
pictured above is the 
wholly new Nova-Vita 
Insulated Sliding Win- 
dow—the Thermopaned 
window with reinforced 
Neoprene frame and 
Fiberglas track — that 
has its own screen and 
requires no storm sash, 
For details address 
Department NV. 
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HOMASOTE 
STARTER STRIP 


HOMASOTE 










SHINGLES 


ui 
By this method... 


@ 14’ EXPOSURES FOR SIDEWALLS 
@ 12” EXPOSURES FOR ROOFS 

@ DEEP SHADOW LINES 

@ NO NAILS IN SHINGLES 


@ MAJOR SAVINGS IN MATERIALS, 
TIME AND LABOR 


SHINGLE CLIPS 
26 GAUGE GAL STEEL 


2°x 4" sTUDS 


HOMASOTE STARTER 


IN PREPARATION: THE NOVA SYSTEM FOR ASBESTOS SHINGLES 


Nova’) SALES 


~ TRENTON 3, N. J. 


A wholly-owned subsidiary of Homasote Company— 
manufacturers of the oldest and strongest insulating- 
building board; wood-textured and striated panels. 
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NOVA SALES CO., Trenton 3, N. J., Dept. 70A 


Send full details on Nova Insulated Sidewalls and Roofs. 
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South Dakota Elects 


Newly-elected officers of the South 
Dakota Retail Lumbermen’s Asso- 
ciation include left to right: Nels 
Huseby, vice-president; Ralph J. 
McNerney, president; Robert Ward, 


AMONG THE DEALERS 








treasurer; and Ralph Herman and 
Myrle Hilton, directors. Total at- 
tendance at the convention totaled 
743, a new record. 








Texans Display $3000 Home 


Galveston city officials paid a 
visit to the San Angelo home built 
on the Pleasure Pier for the three- 
day convention of the Lumbermen’s 
Association of Texas. Left to right: 


Walter Rourke, Jr., Ambrose Luko- 
vich, E. R. Baron, James Vacek, 
John Moss, one of the home origi- 
nators, and Gene Ebersole, associa- 
tion manager. 





Texas Convention 


Warren F. Keys of Marshall was 
elected president of the Lumber- 
men’s Association of Texas at the 
66th annual convention in Galves- 
ton, April 20-22. 

Other officers elected were: John 
Armstrong, San Angelo, first vice- 
president; Harvy Richards, New 
Braunfels, second vice-president; 
W. B. Carssow, Austin, third vice- 
president; Carroll R. Delhomme, 
Houston, treasurer. A. E. McCain, 
Tyler, is sergeant-at-arms; Jack 
Dionne, Houston, honorary secre- 
tary; Gene Ebersole, Houston, ex- 
ecutive vice-president; Vincent 
Ogletree, Houston, secretary. 


Excoriating Presidential action 
in the seizure of the steel industry, 


62 


W. F. Keys 





Texas Attorney General Price Dan- 
iel sounded a warning note to the 
lumbermen that if this practice 
is permitted to continue every 
man’s business is endangered “and 
your’s may be next.” 

Some 4,000 delegates heard Dan- 
iel declare “it is the right of every 


American citizen to keep alive 4 
heritage of decentralization in R, 
eral government and to mainis 
state rights.” 

Dr. Neal Bowman, staff spe) 
of the National Association of 
ufacturers, spoke on the “Hump 
Side of Business” and he sugges, 
that more human engineering \ 
put into industry planning. W,) 
Milstead, president of the Tey 
Lumbermen’s Association, gave }j 
annual report at the opening s& 
sion of the convention. 

A forum. on housing was hg 
during the convention with Arthy 
A. Hood, editor of American Lip 
berman, as moderator. Included « 
the panel were Vincent Ogletre 
secretary of the Texas associatin, 
Gene Klein, mayor of Armarilh 
Ralph Campbell, Ft. Worth, Jon 
Moss, San Angelo, Lynn Boyd, ii 
rector of the Lumber Dealers 
search Council and Lionel Campbel, 
Temple, Tex. 


Georgia Convention 


Making merchandising partnen 
of retailers and their suppliers wa 
the important subject discussed by 
the Building Materials Merchant 
of Georgia at their 27th annual cor- 
vention April 23, 24, 25, held a 
the General Oglethrope Hotel, & 
vannah. 

Arthur A. Hood, editor of Amer 
ican Lumberman, was the mode: 
ator for the open forum on thi 
theme of cooperation. He was # 
sisted by a panel of industry lea 


- ers that included H. C. Bercks 


manager of the Southern Pine At 
sociation, Chester C. Kelsey, mat 
ager of the Asbestos Cement Prot 
ucts Association, Henry J. Munner 
lyn, executive committee member 
the NRLDA, Paul Patton, Patt 
Forest Products Co., T. E. Addis, 
Jr., Donald L. Moore, editor # 
Southern Building Supplies and Bil 
Parsons, editor, The Southern Lut 
ber Journal. . 

Relief from the present confusiat 
of OPS regulations and imp 
selling techniques were the othe 
topics fully discussed during the 
convention. Lee Bartholomew, vit 
president of Southern States Ir 
Roofing Co. led the discussions 
sales training. . 

Delegates elected F. E. Adatt 
president, and W. O. McNair vice 
president at the conclusion of 
three-day convention. 
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HERE’S THE BEST 
COMBINATION FOR A 
QUALITY EXTERIOR WALL 
AT LOW COST! 














bathe Er agthy ym, 


These large tough boards protect the house where 
protection is most important. They reduce construc- 
tion costs, too, because the big sheets are easy to handle, 
can be applied more quickly and with less waste 
material. For the exterior finish, use .. . 


Mypetes 05 


Can be applied directly to J-M Weathertite* Sheath- 
ing (no building paper needed), using self-clinching or 
self-locking nails as illustrated. This type of construc- 


tion is being used on many F.H.A. projects through- 
out the country. 


J-M Asbestos Siding needs no further finishing, cuts 
annual upkeep expense for the owner. The new J-M 
Smoothgrain comes in white or soft pastel colors. 
Surface is smooth but graining is so striking vertical 
joints and exposed nail heads seem to disappear. These 
~ J-M products give you the best possible combi- 
nation for exterior walls of lower cost, longer life, 
and finer appearance. . 
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Diagrams show action of 2 self- 
clinching types of nails. After the base 
of the nail head strikes the shingle, 
further tapping flattens the head and 
clinches the foot against the backside 
of the Weathertite Sheathing. 











LOC; 
For further information about J-M Weathertite Sheathing, 


J-M Asbestos Siding, and Esnail and Loc-Nail fasteners 
write Johns-Manville, Box 290, New York 16, N. Y. 


Johns-Manville ; LV] 
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#2 Piz 


PRESIDENT J. H. KIRK introduces the members of the 
Dealers’ Profit Panel at the 12th Annual convention of the 
Association of Northern California. 


Lumber Merchants’ 





California Convention 


Nine important subjects directly 
affecting the lumber dealer today, 
were fully discussed at the 12th 
Annual convention of the Lumber 
Merchants’ Association of North- 
ern California, held in the Palace 
Hotel, San Francisco, April 23-25. 
The dealers’ profit panel resulted 
in many possible solutions for spe- 
cific problems facing the retailer. 
Women Customers 

Women control 86% of the buy- 
ing power and lumber dealers would 
do well to appeal to them as cus- 
tomers, Wendell Robie, Auburn 
Lumber Company, reported. He 
was supported by Russ Stevens, 
A. F. Stevens Lumber Company, 
who commented: “it is not con- 
sidered sissy to carry products 
which attract women buyers.” 

Stevens said that his store stocks 
garden supplies with good success. 
Panel Member J. O. Sheppard, 
Builders Emporium, stated that he 
had found women make the final 
decision on window, interior finish- 
ing and kitchens. 

Labor Management 

Larry King, King Lumber Com- 
pany, reported that he has improved 
morale and gained greater coopera- 
tion from his employes by telling 
them more of the problems facing 
industry. 

“If the employes understand the 
problems of management they will 
cooperate better. We let them know 
how much it costs to run our busi- 
ness and what our gross sales are. 

The second labor question before 
the panel was on the hiring of 
workers with enough potential in- 
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telligence to develop into the ranks 
of management. Panel members 
unanimously agreed it was a good 
policy. Several commented that 
their managers today had formerly 
been lumber handlers, truck driv- 
ers, etc. 

Credit Policy 

Bad Debts: William Besecker, 
Wilmars, Inc., said that one quar- 
ter of one percent of gross sales 
is the limit dealers should expect 
on bad debts, although he is al- 
lowed a maximum of one half of 
one percent by the Bureau of In- 
ternal Revenue. 

Credit Applications: Asking the 
customer to sign a credit applica- 
tion frequently has the result of 
speeding up collections, panel mem- 
bers said. The very act of signing 
a card, even if nothing else is done, 
has a psychological effect that is 
beneficial. 

Promote Title | 

Dealers were told that Title 1 
represents 20 percent of the lum- 
berman’s business and that this will 
probably rise to 25 or 30 percent. 
Speakers commented that Title 1 
can’t be promoted too much. 

Panel members urged dealers to 
complete the entire transaction 
with the customer in their own 
offices, rather than referring him 
to a bank. This will cause the cus- 
tomer less inconvenience and will 
encourage more business of this 
type. 

Including plumbing and electrical 
work as a part of the contract was 
highly recommended by the panel 
members. Increased advertising for 


Left to right are: Wendell Robie, Larry King, Jack Py 
eroy, Mr. Kirk, J. O. Sheppard, William Besecker, Forrg 
Piel and Charles Sheppard. 


* proceed cautiously. 





1. E. KIRK and Russ Stevens wer 
elected president and _ vice-presidet 
respectively of the Lumber Merchant 
Association of Northern California # 
their convention in San Francisco, 


Title 1 business was suggested ly 
many panelists. 
Selling Hardware 

If hardware pays off for the 
dealers should enter the hardwar 
business; but they were urged # 
It was suf 
gested by Wendell Robie that det 
ers make a start with builders hart 
ware only and then gradually tale 
on additional lines. Other speaker 
expressed similar views. 
Paint Merchandising 

Panel members Sheppard al 
Forrest Peil, Hammond Lambe 
Company, agreed that stockins 
neutral white or gray base paill 
and an assortment of tints wo 
increase paint sales. This serve 
also appeals to women who 
colors for the home, they said. Tu 
over can be increased at least 0 
more time per year, and inventot 
can be reduced 25 percent uslll 
this system, they reported. 

The panel shied away from tht 
final question dealing with the 
relation between turnover 
markup. 
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Let the Friden Man show you how to 


Cut Lumber Figuring Costs 










with the Friden. 


fully-automatic Calculator 
—The Thinking Machine 
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: h 71/16 27/18 4.75 760.36 
mW oxic. 6/8 51/10 1s/12 7/14 TH/ 30,378 © Mlr.00° |< WATS ER 
00 54/20 6) 2638.72 
| 0 
2 
- Less Est. Freight 91, u66# @ 1.18 $1559. 
ed fi COMPLETE BILLING 
* The Friden (1) automatically accumulates total lineal 
dex feet of each dimension . . .(2) converts lineal feet to 
va ] board feet for each dimension .. . (3) automatically 
hen accumulates total board feet ...(4) multiplies board 
feet by price ...(5) automatically accumulates price 





Ee extensions ...(6) then automatically computes and 
| ine thinking out” the answers you want, subtracts freight 











. the F riden Calculator provides positive and 
as automatic proof that all figures were copied 
sin correctly and in correct decimal position ... also 





aa omens automatic proof that board feet were Automatically 

srvit 4 2CCUmulated correctly. e it takes work 

gelet! So automatic is the Friden in every lumber ovt of figurenwark 

[us § COmputation that no special operator training is 

t ot § required. Everyday figuring chores are speeded. 

yal So your Friden Calculator quickly pays for itself ! 

ws Figure on a Friden NOW — phone or write : 
1 the the Friden Man near you. Friden sales, instruc- 

or § “OD and service available throughout the U.S. 

and the world. FRIDEN CALCULATING MACHINE 


©0., INC., San Leandro, California. THE THINKING MACHINE OF AMERICAN BUSINESS 
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THE MASON SHOWN ABOVE is laying “SCR Brick” as the entire wall of 
a demonstration house built by American Community Builders, Inc., Park Forest, 
Ill. Note ease with which mason handles the new unit, “butters” the head- 
joint, and lays the “SCR Brick” with one hand. 


Masons Build 60-100% More Wall 
Area with New “‘SCR’”’ Brick 


The Structural Clay Prod- 
ucts Institute this week an- 
nounced the first of a series of 
major research developments 
which will drastically reduce 
the cost of masonry construc- 
tion, particularly for homes. 

Robert B. Taylor, director of 
research for the clay indus- 
try’s Research Foundation; re- 
leased full details on the new 
“SCR” brick, a structural-clay 
building unit designed to meet 
the requirements of current 
housing trends. 

The new “SCR” brick is six 
inches in thickness and is a 
through-the-wall unit, needing 
no back-up materials. Conven- 
tional in appearance in the wall, 
the brick can replace present 
eight-inch wall construction in 
homes of one and one-and-a- 
half stories, lowering building 
costs. It is now available in 
every major building market 
for 1952 spring housing starts. 
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More than 90 percent of the 
homes built in 1950 had one- 
story load-bearing exterior 
walls, according to a recent 
survey of the housing market 
by the H and HFA. Actual 
construction trials show that 
the six-inch “SCR” brick wall 
can be erected at a wall cost 
competitive with quality frame 
construction. 

In appearance and face size, 
the new “SCR” brick is the 
same as standard Norman 
brick, which has been widely 
accepted for modern small 
home designs by architects and 
homeowners for ranch-type 
dwellings. The unit’s_ basic 
dimensions are 21/6” high x 
11144” long x 514” thick. Laid 
in the wall with half-inch mor- 
tar joint, the unit is modular 
in size but will fit non-modular 
designs as well. It will turn 
corners nicely, and will build 





jambs and openings withoy 
special additional units. 

Although the brick has “py. 
mium” appearance, important 
construction savings can |p 
realized. Time and motion 
studies and actual mason tria\s 
by American Community Build. 
ers, Park Forest, IIl., hav 
shown that a mason can, under 
normal conditions, build 60 t 
100 percent more wall area per 
day with “SCR.” It has bee 
demonstrated that a mason ¢an 
easily lay 450 “SCR” brick per 
day. This is equivalent to 10 
square feet per day per mason. 
The new “SCR” brick has full 
bricklayer union approval. 

The new brick is vertically 
cored to lighten its weight, fa 
cilitate its proper laying and 
make it easier to handle. The 
coring consisting of 10 holes 
located in two rows of five. The 
holes are 134” in diameter, 
large enough to accommodate 
a mason’s thumb in handling. 
It weighs about eight pounds 
when made of the usual clays 
and shales. 

A jamb slot is provided it 
one end of each brick to facili- 
tate the installation of metal 
windows when they are to be 
mounted directly in the wall 
‘without a wood surround. 

The new brick is designed for 
use with furring on which the 
interior surface materials and 
insulation can be mounted. Two 
inch x 2-inch wood furring 
solely recommended, as it pro 
vides an adequate “cavity” 10 
prevent moisture penetration 
and reduces the number of nail- 
ing plugs required. It also pet 
mits easy wiring and the I 
stallation of insulation. Using 
recommended furring, the 
builder can economically finish 
the interior of the wall to pre 
vide any desired U-factor. Wit 
1” blanket a U-factor of 0,12 
is obtained. To simplify am 
further reduce furring Ch” 
a new clip is also available th 
eliminates the need for nailing 


plugs. 
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MERCHANDISING CLINIC 


Savings at All-Time High 

If 1952 doesn’t turn out to be a 
good year for lumber dealers, it won’t 
be for the lack of money. People 
never had as much before. As a mat- 
ter of fact, they’re pretty close to 
being overloaded with it, despite 
taxes and things like that. All told, 
money deposits and investments now 
amount to a whopping $550 billion, 
according to United States News. A 
lot of dough! 


..- In 1951 the American people 
produced more, saved more, 
spent more, than any year in 
history. 


Good Prospects for '53 


No clouds. appear in the 1953 skies 
as far as cash, or its equivalent, is 
concerned. In ’47 the public saved 2.3 
percent of its income, or $4 billion. 
By ’49 the increase had crept up to 4 
percent after taxes, or $6 billion. The 
51 rate was 7.7 percent, or more than 
$17 billion. The upswing is continuing 
so far this year and even promises 
to do so in ’53. 


... Buying power and still more 
buying power but little selling 
push. 


Buying Lag or Selling Lag? 

Friend of ours bought a 1950 car 
just before the 1951 models came on 
the market. Wanted to wait but 
couldn’t because his old car gave out. 
He is a push-over for a ’52, but no 
one in the agency has ever taken any 
interest in him since he bought the 
1950 car. “I’ve been in the shop to 
have it serviced at least half a dozen 
times,” he said. “Front room full of 
salesmen pacing back and forth or 
looking out of the window. None ever 
asked me how I liked the car or 
whether I might be interested in trad- 
ing it for a ’52. I’ll be darned if I’ll 
open up the subject.” 


... The vast majority of people 
prefer to be sold rather than do 
all their own buying. 


Hot Prospects 
Are Cooling Off 


It may be true that people with 
money tucked away seldom withdraw 
it except in an emergency. Neverthe- 
less, they are the best kind of pros- 
pects for an installment sale. The 
backlog of cash gives them a sense of 
security that makes them more will- 
ing to buy something and pay for it 
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at so much a month. This combina- 
tion of financial security plus steady 
income makes plenty of mighty good 
prospects. Trouble is too many are 
being permitted to cool off. Not 
enough aggressive selling is being 
done. 


Ready cash and ready 
credit don’t mean easy sales 
without effort. 


Installment Selling 


in the Lumber Yard 


Here’s what happened in a lumber 
yard recently. A well-to-do farmer 
showed up and asked about the deal- 
er’s time payment plan. The dealer 
looked a bit surprised. 

“I’m in the market for a brooder 
house,” explained the prospect. “You 
suggested that if it was purchased on 
your time payment plan it would pay 
for itself. That’s exactly what I pro- 
pose to have it do. I’ve got more 
than $17,000 on deposit in the bank 
and I’m going to leave it there. In 
the meantime, the brooder house will 
be paying for itself.” 


. .. Today’s installment terms 
are powerful selling tools. 
Without them, itinerant appli- 
cators couldn’t operate. 


Why Aren't Buyers 
More Interested? 


Despite record-breaking savings 
and vast amounts of credit, we hear 
more and more about price competi- 
tion. Actually the consumer is far 
more interested in service than price, 
although it will be hard to make Main 
Street dealers believe it ... especially 
if they have recently advertised cut 
prices on such items as TV sets, elec- 
trical household appliances, and many 
other things. What’s the answer? 
Undoubtedly most people bought sets 
and appliances when the post-war 
buying scare was on. They didn’t 
make their selections carefully, but 
took what they could get. 


. . . First post-war purchases 
were motivated by fears of 
shortages rather than _ sales- 
manship. 


Shifts in Shopping 


It’s getting harder and harder to 
shop downtown and easier and easier 
to do so in the suburbs. Most inter- 
esting is the fact that in many places 
the whole family can now go shop- 
ping at night—probably the most rad- 


ical change that has occurred jy 
years. An early supper. Then to th 
shopping center. From there to th 
outdoor movies. Thus the family cg 
becomes a convenience again instead 
of an expensive liability. 


..- Nothing will ever supplant 
good service as a business get- 
ter. 


> 


“Step Out and Step In" 
Has Appeal 


You park your car at the rear door 
of the store in a numbered space, The 
attendant wheels your purchases ty 
the proper lot, puts them in your car 
for you. What more can you ask? 


. . . “Where will it all end” is 
the question of the hour. 


Lucky Lumber Yards! 


Most lumber yards already have 
ample parking space. Few have had 
to watch prospects trying in vain to 
get to their establishments and then 
drive somewhere else. Just a few days 
ago at the luncheon table, we heard 
one man say to another, “I’d go to 
the XYZ yard. Best parking place in 
the city. Then when you get inside 
you don’t have to chase someone 
down before they’ll wait on you. They 
act as though they are glad to see 
you and they really try to help you. 
You'll get wonderful service.” 


... Can you think of a better 
recommendation? 


More Plus than Minus in ‘52 


Plenty of buying power .. . cash 
and credit. Ample supply of all ma- 
terials. Vast untapped markets ... 
repairing and remodeling of existing 
structures plus a million new homes. 

What are the minus factors? No 
“pep” in buying or selling? Mebbe 
it’s time to pass the pepper! 


. .. What we need is a return 
to some all-out creative selling. 


Remember the ‘30s 


Wouldn’t it have been wonderful to 
have had all these things back in the 
desolate ’30s! We had too little thet. 
Perhaps we have too much today. But 
regardless of the doubts encounte 
here and there, we’ll wager our new 


‘est chapeau that ’52 will end up well 


. .. perhaps not as large as some 
our biggest boom years, but one 
our best. What say? 
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EASILY INSTALLED ]theontwer 100% SANITARY 
‘to your. sink | 


¢ top installa- | 
OMPLETELY SELF- [sonprobiem. 1 100% WATERTIGHT 
SEALING wage 
scribing or spe- 
cial tools re- 
quired. EE 
is easy to install 
Wry on the job or in 
the shop. i * 
Confidently guar- 
antee EVERY instal- 
lation when you use 
HUDEE. Your cus- 
tomers will appreciate 
the sanitary, water- 
tight and seif-seali 


ng 

HUDEE offers. 

: will NO 

«callbacks or replace- 
EMBER 


— 













a 


















ments. REM 
ied custom- 
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Cross-section shows how interlocking 
lug and frame serve as sink hanger. 
Tightening screw forces bow! securely 
under the inside flange of frame and 
Pulls outside flange tightly over the 
sink top covering. 


DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Willie, ES2beR adler 


MANUFACTURERS AND DISTRIBUTORS 
ae WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
| CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 


PAT. 2,440,741 
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WE’RE TELLING 


4,600,000 


CUSTOMERS ABOUT 


S ATURE gis 








PRODUCTS 


IN A 
BAG! 


| eye is 
Herter lomes 
») a4 ‘ oy STOCK U Dp aa 





FEATURE... 


this 

FAST-MOVING 
TRAFFIC ITEM 

Tie in with our 
CONSISTENT 
ADVERTISING 

in Better Homes and 
Gardens and 

Popular Mechanics... 


Manufactured By: 


MILL CREEK TRANSIT MIX, INC. 
FP. O. Box 42 
Salt Lake City, Utah 
SAKRETE, INC. 
P. O. Box 11, St. Bernard, 
Cincinnati 17, Ohio 
TEXAS DRY CONCRETE CO. 
700 E. 6th St., P. O. Box 1436 
Fort Worth, Texas 
TWIN CITY CONCRETE 
PRODUCTS CO. 





Sakrete Advertising will 
appear in these publications 
June through October. 


ASSOCIATED PRODUCTS CO. 
111 Vineland Ave., Puente, Calif. 
THE ATLAS LiME CO. 
303 No. Cotton Ave., El Paso, Texas 
W. R. BONSAL CO. 
Lilesville, N. C. ' 
HARRY T. CAMPBELL SONS CORP. 
Towson, Baltimore 4, Md. 
DRY-MIX CONCRETE CO. 
10352 Franklin Ave., 
Franklin Park, Ill. 
KOSMOS PORTLAND CEMENT CO. 6th & Main S. E., 
1529 Starks Bida.. Louisville 2, Ky Minneapolis 14, Minn. 
SHERRI CAMPBELL DRY MIX, INC., Farmington, Conn. 


For complete information and literature, send this coupon to: 


SAKRETE, INC. 


P.O. BOX 11 
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WHAT’S NEW 





Products .... Sales Aids .... Literature 


SEND FOR THESE: 


The gluing of laminated wood 
keels, ribs and other boat timbers for 
Navy use is analyzed in a special 
eight-page bulletin offered by the 
Borden Company’s Chemical Division. 
Reviewing all phases of marine serv- 
ice gluing to military specifications 
with Cascophen resin glues, the book- 
let also contains a “trouble shooting” 
guide that helps correct possible 
faulty gluing procedures. Accom- 
panying the booklet are data sheets 
on Borden resin glues approved for 
marine laminations. For Bulletin 87 
write Borden Company, Chemical 
Division AL, 350 Madison Ave., New 
York 17, N. Y. 


“Freight Rate Territorial Map of 
the United States” is now being dis- 
tributed by Union Pacific Railroad. 
The map shows in color the territory 
and - jurisdiction of the various 
freight rate bureaus and also the 
transcontinental grouping. For copies 
of the map write W. T. Burns, vice- 
president-traffic, Union Pacific Rail- 
road, Dept. AL, Omaha, Neb. 


“How to Create the Finest Wood 
Finishes with Monsanto Rez Products” 
titles an illustrated booklet giving 
step-by-step instructions. The easy- 
to-read instructions, based on _ the 
experience of outstanding wood 
craftsmen, include “recipes” for bring- 
ing out the characteristic beauty of a 
variety of woods and achieving a 
range of color effects. In addition 
to suggested uses indoors and out, 
the booklet contains helpful wood fin- 
ishing hints for home craftsmen. 
Write Monsanto Chemical Company, 
Western Division AL, Seattle, Wash. 


Non-Skid 50 New-Lac, a plastic 
fioor finish, is an all-around clear 
polish and sealer, easily applied on 
wood, linoleum, and asphalt tile. It 
is said to outlast wax many times, 
keeping dirt and scuff marks from 
penetrating beneath the surface. The 
product is described as non-skid, self- 
polishing, non-water spotting, and 
dries in 20 minutes. “50 New-Lac” 
can be applied over shellac, varnish, 
lacquer or paint. For descriptive 
folder write Serve Rite Company, Inc., 
Dept. AL, 100 W. 42nd St., New 
York 18, N. Y. 


Westinghouse Announces New, Re- 
vised Data Book for architects and 
engineers. Long familiar to designers 
and planners, the data book has been 
revised to keep up to date with the 
rapidly growing construction business. 
It includes information on new equip- 
ment and new methods of using this 
equipment as well as an entire new 
section on power distribution. Com- 
plete and comprehensive, the book is 
so designed that detailed information 
on almost any type of electrical equip- 
ment is readily accessible. Write 
Westinghouse Electric Corporation, 
ig AL, 306 Fourth Ave., Pittsburgh 

, Pa. 


72 


Ohio Sanlime ... what it is... and 
how to prepare and apply it, are ex- 
plained in the booklet, “A Colorful 
Permanent Wall Finish at a Saving.” 
Ohio Sanlime provides beautiful color 
and pleasing texture to interior walls. 
It is available in a choice of “pastel 
tints”: light and dark buff, green, 
pink, blue and ivory, also white. And 
the cost of Ohio Sanlime finished walls 
is low. For copy of descriptive book- 
let write The Ohio Hydrate & Supply 
Co., Dept. AL, Woodville, Ohjo. 


In need of custom kiln-drying fa- 
cilities? A list of plants in different 
sections of the country who can 
handle custom kiln drying, can be 
obtained by writing Moore Dry Kiln 
Co., Dept. AL, P. O. Box 4248, Jack- 
sonville 1, Fla. 


The New Rockwell Hand Saw Cata- 
log is just off the press. Helpful 
features of this 16-page sales tool 
are: (1) Every hand saw in the 
Rockwell line is individually illus- 
trated—a first for major hand saw 
manufacturers. (2) Simplified organ- 
ization for easy selection and order- 
ing. (3) Important buyer data 
rovides basic information for proper 
and saw selection. (4) Two-color 
illustrations throughout—to bring out 
the quality workmanship and sales 
appeal of the products. For copies 
of the new Rockwell Hand Saw Cata- 
log, plus complete wholesaler and 
dealer information, write Rockwell 
Tools, Inc., Dept. AL, 1314 Kinnear 
Road, Columbus 12, Ohio. 


A new Water Systems catalog pub- 
lished by the Delco Appliance Division 
of General Motors is a dual purpose 
booklet. The first half presents the 
complete line of Delco Water Sys- 
tems for suburban rural homes, while 
the second half is designed as a hand- 
book for water system installers. It 
contains information on engineering, 
installation under all sorts of condi- 
tions, accessories, selection of the 
right system for the right spot, choos- 
ing the correct capacity system, de- 
termining how much water is needed, 
pipe, sizes, tanks, pipe friction, con- 
version of water pressure into feet 
of head, and varying barometric 
pressures at different altitudes. For 
copies write Delco Appliance Division, 
Dept. AL, Rochester 1, N. Y. 


Guide to Better Packing and Ship- 
ping Methods, the all-new Signode 
No. 15 catalog, is a completely new 
work on steel strapping, seals, tools, 
accessories and applications. It em- 
bodies all of the latest changes in 
designation and a full description of 
new products produced since early 
1949. Full of ideas for not only top 
management and production man- 
agers, it is also of considerable value 
to traffic managers and shipping su- 
perintendents responsible for damage- 
free shipping of commodities. Selected 
case histories on the specific use of 
steel strapping in many of the over 
700 industries served by Signode are 
reproduced. For copies write Signode 
Steel Strapping Co.. Dept. AL, 2600 
N. Western Ave., Chicago 47, TIl. 





New Flex-O-Glass 

A brand new transparent Flex. 
Glass made of super tough plasti 
is now being offered by Warp Bry 
The new product holds in hey 
keeps out cold, is absolutely shy. 
terproof, lets in the sun’s ulty 
violet rays, and will last for year 
Its transparency makes it doubly 
desirable to tack up as a low-coy 
glass substitute for storm door 
windows, and porch enclosures. Th 
36” flexible plastic sheets, just a 
they come from the roll, are aly 
ideal protection for wall areas ly. 
hind sinks, wash bowls, stoves, 
around children’s beds or wherever 
grimy hands might soil painted sur. 
faces or wallpaper. Fine tools and 
silverware wrapped in Flex-O-Glass 
will not rust or tarnish. This new 
material can be sewn, cemented or 
heat-sealed with a hot iron to per- 
mit the making of covers, bags, 
etc. New Flex-O-Glass is available 
in 25, 50 and 100 yard rolls. Write 
Warp Bros., Dept. AL, 1104 NX, 
Cicero, Chicago, IIl. 





New-Type Lighting Catalog 
This catalog is one of. the finest 
ever produced in the lighting fix 
ture industry. The dealer can pre 
sent it with a great deal of pride 
to every customer. It contains the 
complete Moe Light line, and the 
fixtures have been logically segre 
gated by room location. Outstant- 
ing feature of. the cover of the 
catalog is a revolving disk on which 
various room scenes incorporating 
Moe Light Fixtures can be seél 
through a picture window. By 
moving the disk, the reader cal 
change the interior from livilé 
room to dining room to bedroom 
to kitchen to bathroom or recreé 
tion room, at will. This same @ 
on the inside front cover, prov! 
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HIDALIFT 


the completely 
modern 
SASH BALANCE 
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= A glass cutter wheel, or a 
tk Glass Cutting Machine. 
rite 
N, 
. also wood scrapers, putty soft- 
eners, glaziers points, and point 
drivers, tile cutters, gauge cutters, 
cup lifters, pliers, channel chisels, d 
speeas u new 
and the new P P 
e 
| construction sales! 
No. 32 Circle Cutter 
New construction reaily sells faster when you add Hida- 
lift’s exclusive ‘‘sell’ features to your buildings. And no 
wonder! 100% concealed — it boasts positive lifting power 
provided by the highest quality coil spring. Smooth-as-silk 
y| in operation, the new, improved Hidalift is designed for 
easy, fast installation. Truly the most modern sash balance 
ever made .. . acclaimed by builders, contractors and 
at homeowners — everywhere! 
I | } TWO TYPES OF ATTACHING BRACKET 
re i} Tension is applied DURING installa- 
de j y tion - tome, 9 jg nome’ 7 
/ ages t 
he It cuts circles 34” to 5”. Ideal for cut- ‘| forning tensioning screw. on bot 
he | “L” and “Cup” types. 
A ting flashlight lenses. Cost $5.35. | iia 
4 For Over A Century 
| i Se Se aS a ee ee ee ee ee 
: | y| HIDALIFT DIVISION i 
4 ; THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN, | 
3y AEG. U.S. PAT.OFF, Gentlemen: ; 
in Sen Send complete literature and prices on Hidalift. 
ig d for cond catalog today . Please check (0 Dealer C) Builder 
4 l { Name { 
k, T | | Address 
“ | 2 i 
5 | i} City Zone State | 
97 SOUTH STREET FORESTVILLE, CONN. | LS imme) em 
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A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


x « * 
CARLOAD SHIPMENTS OF 


, BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 4%" to 34". Complete stock 
sizes. — 
BIRCH DOOR PANELS 


Grades available: A-3, 1-3, 2-3, 
3-3, in 4%” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100’. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 
DETROIT WAREHOUSE 
including 
DOOR PANELS 
birch and gum % and %. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 
fir and gum, all sizes 
Specify your Requirements 


7. & ® 


W.R.BRAUND 





Company 


Room 214 Wabeek Building 
276 West Maple Avenue ‘ 
Birmingham, Michigan 
Telephone—Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehouse— 
Tel. TY 4-4095 









a question-and-answer dial in con- 
nection with sound lighting prac- 
tices. 

A quick color-key index indi- 
cates Moe Light’s recommendation 
for the location of a particular fix- 
ture in various rooms in the home. 
This also corresponds to a color 
index featuring the various group- 
ings of fixtures by room or use. 
The catalog is 52 pages. Several 
pages are devoted to Moe Light’s 
new decorator-inspired valance 
lighting and presents in detail the 
choice of panels available in tradi- 
tional and contemporary design. 
The catalog is printed in beautiful 
full color with appropriate room 
scenes devoted to each application 
as a home-design keynote for in- 
terior decorating purposes. For 


‘copies of the Moe Light catalog, 


write Moe Light, Incorporated, 
Dept. AL, Fort Atkinson, Wis. 


Stainless Steel Molding 


Stainless Steel Molding in 4-foot 
lengths are available in the line of 
Roxhord Accessories. The manu- 
facturer’s 8-foot lengths come 15 
pieces to a carton, or a total of 120 
lineal feet. The 4-foot lengths are 
packed 30 to a carton, which is 
also a total of 120 lineal feet. For 
Roxdale catalog listings, write Rox- 
dale Building Products Corp., Dept. 
L-452, 2916 White Plains Road, 
New York 67, N. Y. 





Residential Greenhouse 


‘Everlite’ the first completely 
standardized curved-eave aluminum 
greenhouse has great flexibility of 
use. Builders, architects, and home- 
owners are planning to use it as a 
breezeway, a studio, a playroom, a 
workshop, a dining-room, to enclose 
a pool, and in many other ways. 
‘Everlite’ bears the slogan, ‘Your 
Garden Under Glass.’ Its character- 
istic features include improved 
structural qualities, reduced cost of 
erection, and increased sunlight 
area. The new greenhouse is said to 
be precision-made to give it com- 
plete uniformity of parts; and to 
make it easier and simpler to ship, 
assemble, and maintain. The resi- 
dential greenhouse will be produced 
in several models of varying sizes 
for use in small, medium or large 
areas. Special features are the 
curved eave construction; continu- 
ous, weather-tight socket hinge 
vents; patented stainless steel glass 
clips; standardized sections; less 
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shadow area; and non-abso 

aluminum parts throughout. Wri 
Aluminum Greenhouses, Inc., Dey 
AL, 14615 Lorain Ave., Cleveland 


11, Ohio. 
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Lawn-Type Swimming Pool 


This full-size, lawn-type swim 
ming pool is priced within the reach 
of the average homeowner. It meas 
ures 27’ in length, is 13’ wide, with 
a graduated depth of from three to 
five feet. Water capacity is more 
than 10,000 gallons and the pool 
can accommodate at least 15 per- 
sons. Made from tough, specially- 
compounded 20-gauge Vinylite plas- 
tic sheeting, the pool consists of a 
liner that fits tightly into an exca- 
vation below ground level. Fas- 
tened to the top of the pool is a 
inflatable bumper. The pool also 
has acover. Once in place, the pool 
becomes a permanent installation. 
It is anchored into the excavation 
by driving two by four-inch pieces 
of wood into the ground as corner 
supports. For sandy or _ loamy 
types of soil, it is recommended that 
the sides of the excavation be re 
inforced with lumber such as roof- 
ing boards, sheathing or plywood. 
Drainage is accomplished either by 
a built-in drain for use with a pipe 
outlet system or with a sump pump. 
The pool is produced in two types, 
for use with either method of 
drainage. Instruction booklet i 
furnished with each pool. The mat- 
ufacturer also makes a_ portable 
cabana. Write Bilnor Corporatiol, 
Dept. AL, 53-06 Grand Ave., Mas 
peth, L. I., N. Y. 


New Awning Window 


New-type windows promise 1 
have a great influence on home de 
sign in 1952, in the opinion of At 
thony Mainieri, president of Get 
eral Woodcraft Company. “In g¢ 
ting away from traditional desigt, 
home architects have discove 
that windows perform a much more 
effective function if they are pl 
where they belong in relation to the 
living demands of a certain room, 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 
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LD Ewery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


THE B. S$. ALDER COMPANY 
aa Warren ae 
New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Parkway 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd. 
Chicago 26, Illinois Baltimore 16, Maryland 
171 ORGE A. GREGG ROY L. ROGERS 
4-6 Wyoming Avenue 1620 Garfield Street 
Detroit 21, Michigan Denver 4, Colorado 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
115 Broad Street 6954 Oleatha Avenue 
Boston, Massachusetts St. Louis 9, Missouri 
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E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texas 

CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif. 
R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 
L. G. FULLER, JR. 
644 Wellington Road = 
Jackson 6, bese r 
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PAUL BUN YAN 


wae we dale [ 


Legends do not grow on looks alone . 
though men said that Paul was a it was 
mainly his strength .. . his toughness and 
durability that they admired. These same factors, 
joined with exceptional ease of installation, 
make Robbins Northern Hard Maple strip flooring 
a present day favorite with builders everywhere. 


Robbins “Preferred” Strip Flooring 
A complete line of fine hardwood flooring for 
nailing . . . economical and quick to install. 
Robbins nail groove eliminates setting nails, 
increases laying speed. Robbins beveled bottom 
edges prevent paper pinching, protect hands. 
Robbins special narrow channel back puts three 
bearing surfaces on sub-floors or sleepers. There’s 
ample reason for the preference builders give to 
Robbins Northern Hard Maple strip flooring. 


Uniform Quality, Handsome Appearance 
Builders depend on Robbins Northern Hard Maple 
strip flooring where strength and ability to retain 
floor beauty under heavy traffic is essential. 
For smart appearance, ease of maintenance, 
durability and installation economy, this 
‘Paul Bunyan” of strip flooring has no equal. 


Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 


Write Dept. A, Reed City, Michigan for illustrated literature 








_- 
the SAMCOE MAR-KEE 


a distinctive canopy that's a 
“sales-maker™ 


A highly decorative and protective can- 


opy. May be installed in an hour. May 
be sold at a handsome profit at less than 
yp the cost of a custom-built unit. 


Wood construction throughout. Roof cov 
ered with galvanized iron. Gutters and 
rain spout. Furnished with canopy brack- 
ets. Painted | coat prime white. Ceiling 
doorway for light furnished as an extra. 


SPECIAL INTRODUCTORY OFFER 
(dealers only 


MAR- = he 2348 (26"' long 
a _ Shipped f.o.b. Buffalo, on 
receipt your check for $56.26. 


MAR-KEE No. 2760 (30"" wide x 66" long 

x 23" high). Shipped f.o.b. Buffalo, on 

receipt of your check for $62.59. 
MONEY BACK GUARANTEE 


(Return to us freight collect, if not 
satisfied) 


WM. J. SAMCOE IRON COMPANY 


917 Military Road Buffalo 17, N. Y. 


wide x 56" 
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RED CEDAR CLOSET LINING 
| BROWN'S 


SUPERCEDAR 








SEAL- PACKAGED 
ALL WIDTHS 40° 








Our national 
advertising is 
currently pro- 
ducing thousands 
of customer inquir- 
ies which are turned 
over to our dealers for 
eo follow-up. This interest in 
cedar closet lining repre- 
9 sents a growing and active 
a market. Brown's Super-Cedar 
2 is a fast-moving, profitable item 
rs as produced by the largest and old- 
\2 est experts in the business. Sold only 
through leading jobbers and millwork 
distributors. 


Write for Builders Folder and Consumer Booklet 












PRODUCT OF 


GEO. C. BROWN & CO., 


Ti tem 
GREENSBORO, N. C. Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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he explained. “For example, it cer- 
tainly is sensible to put bedroom 
and bathroom windows above the 
eye level to insure privacy. Equally 
logical is the use of window walls 
or picture windows for living and 
dining rooms.’”’ Mr. Mainieri said 
the awning-type window, introduced 
first in Florida and California, 
promised to gain popularity in other 
sections this year. His company 
expects to devote a substantial part 
of its production to this new win- 
dow in 1952. Write General Wood- 
craft Co., Inc., Dept. AL, P. O. 


Box 31, North Bergen, N. J. 


Checkerboard Plywood Panel 


A new checkerboard-patterned 
hardwood plywood panel is current- 


_ ly being offered by United States 


Plywood Coropration. The check- 
erboard effect is achieved by using 
16-inch squares of dark African 
ribbon stripe mahogany and lighter 
Korina. The grain of each square 
is set at right angle to the next, 
creating the unusual effect. The 
new checkerboard plywood is avail- 
able in 48-by 96-inch panels of five- 
ply construction, and offers archi- 
tects, builders and manufacturers 
a low-cost solution to executing 
outstanding checkerboard effects in 
wall paneling, displays and furni- 
ture. Write United States Plywood 
Corporation, Dept. AL, 55 West 
44th St., New York 36, N. Y. 


"Finishing Materials 
and Methods" 


For the dealer who has a paint 
department, George Soderberg’s 
new book “Finishing Materials and 
Methods,” is an excellent source of 
reference. This book is presented 
in such a manner as to provide ev- 
ery possible assistance to the home- 
craftsman. It was written prima- 
rily as a textbook to be used in the 
teaching of finishing and of paint- 
ing and decorating in the vocational 
and industrial education classes at 
the high school, college and voca- 
tional levels. Thirty chapters pre- 
sent information, 26 “how to” units 
give specific instructions on the use 
of finishing materials, tools and 
equipment. One hundred eighty- 
nine illustrations assist the indi- 
vidual to quickly grasp the infor- 
mation and techniques. Mr. Soder- 
berg is assistant professor of In- 
dustrial Education, Stout Institute, 
Menomonie, Wis. His new book 
covers the finishing of wood sur- 
faces, and also metal finishing, re- 
surfacing with flock, finishing dry 
wall construction, and other new 
materials and processes. Paint fail- 
ures are discussed and analyzed to 
show causes of too-rapid deteriora- 
tion and their correction. The book 
is priced at $4.00. Write McKnight 
& McKnight Publishing Company, 
Dept. AL, Bloomington, II. 


PMATIONAL & 











New National Sli-d-o-o-r 
SLI-D-O-O-R is the new golii 
sliding door made of United States 
Plywood Corporation’s new Novy. 
ply. The door, as described, will 
not warp, is easy to install and 
slides silently on ball-bearing rol}. 
ers. Novoply, of which the door is 
made, will take a perfect paint 
finish ; thus, eliminating bleeding or 
an unsightly “orange peel” effect. 
Dimensions for two-door and three 
door openings are listed complete in 
the folder, shown here, together 
with installation data and other 
information that will help the build 
er utilize Sli-d-o-o-rs to the fullest 
extent in new homes, apartment 


houses, remodeled homes, motels, 
trailers, office buildings and schools. 
For copies of new folder write 
National Door Co., 
Michigan Ave., 


Dept. AL, Il 
Kenilworth, N. J. 





New Combination Tool Set 


Jonn H. Graham & Co. Ine. # 
introducing this new combination 
tool set consisting of six of the 
most popular sizes of Acrabore 
Auger Bits, 4, %, %, %, %4, 1 
and the three aaa used Wither 


‘by Woodchuck Chisels, 42, %) and 
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1” in an attractive cherry wood 
Acrabore Auger Bits are 
, polished and precision ma- 
to close tolerances. Exact 
diameters and straight shanks 
provide accurate, clean, boring. 
The Witherby Woodchuck Chisel 
features a blade of special analysis 
crucible steel, which takes and 
holds an extremely keen edge. The 
Woodchuck also has a concave, 
taper which maintains the thinness 
fyrther up the blade. The handle is 
fashioned from unbreakable red 
Tenite II plastic. The case, when 
opened, reveals each tool in its own 
individual recess—easily available 
for use. Sharp cutting edges are 
protected. Write John H. Graham & 
Co. Inc., Dept. AL, 105 Duane St., 
New York 8, N. Y. 





Westinghouse Fans 


Two new double-duty electric 
fans highlight the ten-model 1952 
line of Westinghouse fans, recently 
announced. One of these is a 16-inch 
combination window ventilator and 
portable fan, and the other a 16- 
inch floor fan that doubles as a 
coffee table. Eight additional 
models range from a 10-inch oscil- 
lating fan for homes to a 16-inch 
pedestal fan, a long-range air cir- 
culator for stores and offices. The 
combination window ventilator and 
desk fan can be used as a window 
exhaust fan or snapped out of its 
panel for use independently as a 
portable fan. Installation of this 
model 16WF fan for exhaust pur-. 
poses requires only four wood 
screws set in the window frame. 
The fan is placed on the inner side 
of the window frame, so it does 
not interfere with the normal open- 
Ing and closing of the window sash. 
The steel panel of the fan is ad- 
justable for window widths from 
24 to 3614 inches. Second of the 
featured fans is a 16-inch floor 
model, the 16DA Debonaire, be- 
lieved to be the largest fan of its 
type available. Write Westinghouse 

lectric Corp., Dept. AL, Spring- 
field, Mass. 
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RUBBER 





New B. F. Goodrich Rubber Tile — full 3/32” thick 


—is the ideal tile for home use! It’s the low cost 


Rubber Tile floor your customers have always wanted 


. .. and they get extra savings by installing it with 
the new B. F. Goodrich Self-Installation Kit, which 


contains all necessary tools and instructions for 


easy handling. 


TILE - 


ASPHALT 


TILE - 








For descriptive literature and 
information on how to increase 
your flooring sales, write Dept. 
L7, B. F. Goodrich Company, 
Flooring Division, Watertown 
72, Massachusetts. 
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KILN DRIED YELLOW PINE 


SGUTHERN HARDWOOCDS:: GAR FLOGRING 


> TEXARKANA USA. 


SALES OFFICE 








DIBOLL ano PINELAND, TEXAS 
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Curvopane 


Windows with a new and in- 
triguing visual appeal are promised 
as a result of the development of 
convex glass panes. Named Curv- 
opane, the shaped-glass panels offer 
the attractiveness of a curved sur- 
face that reflects light in interest- 
ing patterns. From the standpoint 
of function, the curved panes pro- 
vide the greater strength of an 
arch, let in more light because of 
the slightly increased glass area, 
and are actually simpler to install 
than conventional flat panes. In 
addition, the windows retain the 
appearance of being highly pol- 
ished and sparkling clean even when 
badly smudged. The panes are 
available in regular rectangular or 
square sizes for standard and non- 
standard metal or wooden sashes. 
Special shapes can be produced, and 
sizes made for cupboards, cabinets, 
exterior door and garage door in- 
serts as well as windows. Write 
American Crown Glass Corp., Dept. 
AL, Francis Ave., Hartford, Conn. 








Conversion Calculator 


A new slide-chart type of con- 
version calculator is available for 
B. F. Goodrich flooring products. 
On one side of this calculator, the 
total square footage of an area can 
be determined by setting length of 
the area against width. At the 
same time, the necessary amounts 
of B. F. Goodrich Rubber Tile, As- 
phalt Tile and Arraflor Vinyl Plas- 
tic Tile are computed in number of 
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tiles and in number of cases, () 
the reverse side, cement coveray 
figures are computed for the vay. 
ous cements used with each tip 
Write B. F. Goodrich Co., Flooring 
Division, Dept. L5, Watertown 19 
Mass. 
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Hand Cleaner 


Red Mule resulted from the need 
in the plant of Macklanburg Du- 
can Co., for a hand cleaner that 
would really “get the job done”... 
and still leave the workers’ hands 
soft and smooth. This product gets 
rid of all grease, grime and dirt 
without harming the hands. In 
fact, it is guaranteed to contain no 
harmful ingredients. Red Mule is 
a super-cleansing soap that can be 
used as often as necessary without 
fear of hand irritation. Write 
Macklanburg-Duncan Co., Dept. AL, 
Oklahoma City 1, Okla. 





For Masonry Walls 


Hydrocide §.X Colorless, L. Son- 
neborn Sons, Inc., exclusive Silicone 
makes all types of above-grade por- 
ous masonry’ water-repellent im 
mediately after drying. One appli- 
cation stops driving rains. It Js 
completely invisible, will not dis 
color or wear away. Its revolution 
ary principle insures clean appeal- 
ance of your buildings—sheds dirt 
—controls efflorescence. Not just 4 
surface film, S.X penetrates, makes 
the masonry itself water repellent. 
Long lasting, S.X has been tested 
in the field and laboratory. Today, 
after equivalent of 10 years exp 
sure to the weather, it is repo 
that treated masonry still looks 
the same—and still repells water: 
Sold throughout the world. Fot 
detailed literature, write Dept. Al, 
Building Products Division, L. So 
neborn Sons, Inc., 80—8th Avenue, 
New York 11, N. Y. 
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Building 
Products 


You'll find a positive selling edge 
in everything that Phenix makes — 
special exclusive features in con- 
struction or operation that register 
with your market, both contractors 
and home owners. When this brand 
of quality appeal is reinforced by 
price appeal — and Phenix has it — 





you've got a business-building com- * 


bination that spells out PROFIT for 
you. Write for full information. 


PHENIX +£0- Season 
Combination Doors 


Sell Phenix and you sell the only 
fully guaranteed combination door 
on the market. Exclusive Wedge- 
lock construction makes it possible 
to guarantee this door against break- 
age, provides you with a potent mer- 
chandising package at a popular 
price. Cash in on this sales oppor- 
tunity, as thousands already have. 
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Something°“fo sell 
every day in the year— 


PHENIX AltSeason 


seca 
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@ There are 
four All-Season 
Combina- 
tion Door 
styles from 
which to 
choose. 





ca _ PHENIX tll - Season 


Overhead-type 
Garage Doors 


Phenix makes two over- 
head-type garage doors— 
a good one-piece door for 
the budget market, a bet- 
ter sectional door for 
those who have more to 
spend. Both doors are 
power-packed with selling 
features, both carry a 
price tag that will make 


*- you a big competitive fac- 


tor in your market. 


& This i is the Phenix No. 700 Wedgelock door— 


less than 4 inches of headroom required,and no 


premium in price. 





PHENIX -40- Season 
Combination Window 


Here’s the hardest-hitting combina- 


tion window on the market. It offers 


bedrock price, quality construction, 
easy operation — all of the conven- 
ience features important to home own- 
ers. This time-tested, one-piece wood- 
en unit that fits into a permanent 
wood frame complements the finest 
homes, yet it costs no more to install 

n ordinary screen and storm sash. 
No wonder it is making sales for deal- 
ers from coast to codst. 


4129 N. Port 
_Washington Rd. 
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D-P GLAZING COMPOUND 


You can cash in on D-P Glazing Compound two 


ways... by using it on your glazing jobs . 
by selling it to your retail customers! Applies 
smoothly .. . “sets up” very quickly! Gives ex- 
cellent results on either primed or unprimed sur- 
faces. Won’t harden in the can .. . always ready 
to use. Versatile . . . good for many other uses 
besides glazing! Comes in standard 
containers, 1 pound and up. Order 

D-P Glazing Compound now! 


THE DICKS-PONTIUS COMPANY 


DAYTON, OHIO 


Alexandria, Va., Decatur, Ga. 
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for tables, desks, 
5 chests, 

hoat lockers, 
sewing cabinets 



















Get this FREE DISPLAY 
with purchase of 
1 311% Hinge Assortment 
}... customers see 
} hinge. operation and 
j actual finishes. It’s a 
} big sales advantage. 

1 Ask your wholesaler. 


| New Britain, Conn. 
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The most famous doors in the world 
swing on Stanley Hinges 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Siding Visualizer 

Building material dealers can 
now show prospective customers 
how a particular form of asbestos 
siding will look on a house, with 
the use of Ruberoid’s Siding Vis- 
ualizer. The device is in the form 
of an attractively bound portfolio 
of a size (914” x 13”) convenient 
for showing either at a store coun- 
ter or on a sales call. It opens up 
on a series of full-color close-ups 
of Ruberoid’s new decorator-de- 
signed Color-Grained asbestos sid- 
ing, showing details of the surface 
texturing and the soft duo-tone 
color combinations. Presented as the 
climax of the visualization is a 
modern ranch-type house which can 
be viewed by means of a set of card- 
board cut-outs, in any one of the 
four color-grained siding styles— 
moss green, rustic brown, birch 
gray or mission ivory. The Visual- 
izer is available to Ruberoid deal- 
ers at a nominal cost. Write the 
Ruberoid Co., Dept. AL, 500 Fifth 
Ave., New York 36, N. Y. 





Wick Lawn Edger 


The new Wick Lawn Edger fea- 
tures a self-adjusting, self-sharp- 
ening knife, a heavy-gauge spring 
steel cutting wheel and blade—heat 
treated for long life, and a four- 
inch rubber tire to guide the edger 
along smoothly. Edger rides easily 
along the ground surface following 
the contour—does not dig or plow. 
The 18 teeth of the case-hardened 
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steel cutting wheel are angled at 
exactly the right pitch to provide 4 
continuous scissors’ action. One. 
way action enables the user to get 
at hard-to-reach corners, tight or 
narrow places. The unit weighs 
approximately three pounds; handle 
length is 48”. Write Amplex Engi- 
neering Company, Inc., Dept. AL, 
New Castle, Ind. 


Satusply 


A decorative, tough plastic mate. 
rial for table tops and other flat 
surfaces, that can he easily used by 
the homeowner, was demonstrated 
on television station WBKB Chi- 
cago during Ulmer Turner’s News 
Program between 10:45 and 11:00 
P.M., April 10. The television dem- 
onstrations, sponsored by United 
States Rubber Company, will con- 
tinue for eight Thursdays at the 
same time. The opening demon- 
stration showed step-by-step appli- 
cation of the plastic material, called 
Satusply, to a table top. On April 
17 it was applied to a sink top and 
the following week to a bath van- 
ity. Satusply comes pre-coated with 
an adhesive and can be used to 
modernize home bars, counters, and 
many other flat surfaces in the 
home. It is made in a variety of 
colors and patterns. It is washable 
and highly resistant to rotting, 
stains and cigarette burns. It is not 
affected by boiling water, alcohol, 
fruit acids, soaps and greases. It 
is made in rolls so the homeowner 
can buy the quantity needed for 
each refurbishing job. Write United 
States Rubber Company, Dept. AL, 
— Center, New York 20, 
N. Y. 


Stops Direct Leaks 


Dasquik, a product of the Dasco 
Chemical Company, Inc., is said to 
stop direct leaks in 30 seconds. Due 
to its performance in tests by the 
U. S. Army, Air Force, Navy, as 
well as other government installa- 
tions, water departments, etc., the 
manufacturer is placing it on the 
market for general use. Dasquik 
is an extremely: fast-setting purple 
liquid that has been developed for 
extreme pressure leaks. It has an 
initial setting time of 30 seconds 
when mixed with plain Portland 
Cement. It will stop leaks against 
pressure without removing _ the 
pressure and even when used by 
unskilled labor, will give satisfac- 
tory and permanent results. It does 
not contain calcium chloride, am- 
monium sterates, metallic silicones 
or other “waterproofing agents. 
Dasco Chemical Company also 
manufactures Dashide, reported t0 
be the only exterior waterproofing 
compound that actually will with- 
stand hurricane-driven rain al 
water years after application. 
Write Dasco Chemical Company, 
Inc., Dept. AL, Baltimore 31, Md. 
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One Man Handles 
Lumber with the 
“LUMBER JACK" 






SAVE up to 40% 


On Lumber Handling Costs 
with 


wouusrase LUMBER JACKS 


with ROTATING, TILTING HEADS 


One man does the work of two when your equipment includes this 
light Heavy Duty Jack. It saves time, makes work easier, does not mar 
lumber, has a rotating and tilting head and is adjustable to seven 
different heights (from 26 inches to 5 feet 16" to 30" with 13” base 
for unloading boxcars). It is strongly welded and has a spring steel 
base 16" wide. Check these many uses: 





e Building Loads @ Unloading Boxcars 
@ Stock Piling e Cut Off Saws @ Moving Timbers 
PRICES 
SERRE SRRREy er ate T TMM ET Ro 
ON EET TT MOEN 
MN 5s 5S wiki sb'svss So sn’ smbanses Oe Maaloe stoke os Fhets ote aloe 
aS EAE eee Mares Rsenlore = Nr 49.95 
@ 10% Discount, only if check accompanies order 











S. A. LUMBER EQUIPMENT CO. 


1319 South Main St. Santa Ana, California 


RIM= IT Packaged Window and Door Trim 
ae SAVES... TIME 


LZ, MONEY 
WASTE 


It eliminates waste because there is no cutting waste 













Firpine also manufactures and no loss of material. Trim-Kit is architecturally 
* agen peg ges correct in design. Accurately and smoothly machined. 
iataes weeichiiainin stl: It cuts handling costs plus lower overall cost. Made 
work, mouldings, cut stock and of clear, soft-textured Ponderosa Pine. It saves distri- 


specialty items. 


bution time because Trim-Kit is easy to stock and to 
inventory. Horizontal members in one package and 
vertical members in another package. 


Contact your jobber. Trim-Kit is sold through recog- 
nized jobbers only. 


OUR MOTTO: “If it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 
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Metal Protector Corner Bead 


A new metal protector corner 
bead is designed for use with dry- 
wall construction. It is said to 
strengthen, protect and give a bet- 
ter appearance to drywall corners, 
arches, windows and doors where 
wood casing is not used. This cor- 
ner bead can be readily bent for 
arches, coveing, etc. Extra strong 
construction provides permanent 
perfectly true corners that can’t be 
cracked or chipped. This new run- 
ning mate of drywall construction 
should save many man hours. For 
literature and prices, write Rob- 
inson Construction Co., Dept. AL, 
3924 N. 16th St., Omaha, Neb. 
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Carey Reference Manual 


A new Reference Manual pro- 
duced by The Philip Carey Mfg. 
Company is already in its second 
printing. It contains a complete 
listing of 800 building materials 
and industrial products obtained 
from asbestos, asphalt or magnesia. 
Carey, a well-known manufacturer 
since 1873, is noted for all types 
of roofings, insulations, asbestos 
boards, paving materials, ducts, 
paints, sidings and cabinets. The 
manual shows Army, Navy, MIL, 
Federal, ASTM and other specifica- 
tions, plus their corresponding 
product. The manufacturer indi- 
cates if the products meet, can 


meet, or do not meet required spec- 
ifications. All of this information is 
cross-indexed to provide efficient 
reference. For free copy, write 
The Philip Carey Mfg. Co., Dept. 
AL, Lockland, Cincinnati 15, Ohio. 





Night Latch Sample Board 


Russell & Erwin Division has 
timed the introduction of a new 
night latch display mount to the 
handyman’s spring activities. It 
provides dealers with a colorful, at- 
tractive means of displaying a pop- 
ular assortment of night latches. 
The display is attractively finished 

. designed to harmonize with 
modern store fixtures. It is 514” 
wide by 26” tall... large enough 
to show six, clearly-identified night 
latches and prices if desired. Two 
shelf brackets with pivots permit 
rotation of display to show appear- 
ance of the keyways. Write Rus- 
sell & Erwin Division, the Ameri- 
can Hardware Corporation, Dept. 
AL, New Britain, Conn. 


New Tying Twine 


A new _paper-wound 


f y . tying 
twine which consists of a strong 


hard-fiber manila core wrapped 
with tough but smooth paper, 
is called “M-Cord.” The new 
addition to the Plymkraft line 
is supplied in compact 10- and 
50-pound balls. “M-Cord” jg 
packaged in Plymouth’s patented 
paper containers which prevent the 
ball from collapsing in use and 4l. 
low the twine to feed freely and 
smoothly. The new “M-Cord” ¢an 
be obtained in 11 sizes, or weights, 
ranging in strength from 145 to 
760 pounds test and from approxi- 
mately 100 to 500 feet per pound 


weight. Write Plymouth Cordage 
Company, Dept. AL, Plymouth, 
Mass. 


"Forest Inventory" 


“Forest Inventory,” the new book 
by Professor Stephen H. Spurr of 
the University of Minnesota, reas- 
sesses the theory and methods of 
present-day forest mensuration. Its 
preparation, which was accorded 4 
grant from The Research Corpora 
tion, was prompted by the growing 
use of aerial photographs in forest 
inventory. The objective has been 
to assist practicing foresters, and 
all others who have a special inter- 
est in forest mensuration, in the 
development of simpler and more 
accurate methods of correlating 
forest volume and growth with 
measurements made on aerial pho 
tographs and on the ground. The 
discussion emphasizes the prob 
lems of estimation of the volume of 





Trade Mark 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 








82 


May 19, 1952, AMERICAN LUMBERMAN g 








—_ 


i, es = = OO 3 








fl 


pees 











ing 
Ong, 
ped 
per, 
new 
line 
| and 


ited 
the 
| al 
and 
can 
hts, 
» to 
Oxi- 
und 
lage 
uth, 


of 
a8 
of 


da 
ra- 
ing 
‘est 
eel 
ind 
er- 
the 
ore 
ing 
ith 
ho- 
‘he 
ob 








eae ee een 








Meet your 
BARBECUE FRIENDS 


more than half way 


Tell them, “Certainly we can furnish every- 
thing you need to make the finest outdoor 
cooking fireplace in the world . . . all the mason 
materials, yes, and the metal parts, too .. . the 
complete units, grids, doors and cranes, all 
made by Donley Brothers and made to last for 
many years . . . That isn’t all, we can furnish 
you plans and pictures that guide construction 
and show the finished result — all in the booklet, 
Donley Outdoor Fireplaces . . . Take a copy. 
Think it over and come back.” 


The Donley Brothers Co. 


13928 Miles Avenue Cleveland 5, Ohio 











24 pages of pictures, 
designs and informa- 
tion. Price to the pub- 
lic 25 cents. Arrange 
for a supply at dealer 
rates. 
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SARAN SCREEN CLOTM 


Nationally advertised 
Lumite—the ideal screen 
cloth for every exterior use 
—is distributed through 
hardware, woodwork and 
building supply wholesalers. 
Order now! Write for FREE 
sample and information. 


*Registered Trade-mark 
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4. RUSTPROOF” 
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gqAINPROOF: 
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x puRABLE: 


LUMITE DIVISION 
CHICOPEE MILLS INC. 








40 WORTH STREET, NEW YORK 13, N. Y. 
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Clue to faster, more profitable 
WEATHERSTRIPPING SALES! 


RESISTS WEAR 


. coated with wa- 
terproof neoprene to 
preserve it against 
abrasion, tempera- 
ture extremes, 
grease and oil. 














..live sponge \ 
rubber bead 
gives it the 
“jump”! 


FLEXIBLE, INSTALLS EASY 


e « » woven spring-wire attaching strip 
makes it a cinch to fit the sharpest corners 
with a continuous seal. 


JUMP YOUR PROFITS! ORDER NOW! 
Your jobber’s ready to jump to your order 
for high-profit InNER-SEAL, Your custom- 
ers will jump to buy it when they make 
the “Jump Test” and flip the InNER-SEAL 
strip (see photo) on the counter display. 
STAYS LIVELIER SEAL e+ + SAVES MORE FUEL 


piWER SEAL oe ne 


BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 
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individual trees, direct estimation 
of stand volume, and the prediction 
of stand growth. At all times, the 
necessity for simplicity and for low- 
cost techniques has been kept in 
mind. Write the Ronald Press 
Company, Dept. AL, 15 E. 26th St., 
New York 10, N. Y. 





STYLE “A” STYLE “B” 


BEE GEE WINDOWS 


Bee Gee Adds 135 
New Windows 


The Bee Gee line, with the new 
models, now includes 179 styles 
and sizes of all-wood picture and 
casement windows. Once again on 
the market is the Bee Gee “A” style, 
discontinued during the war. Every 
Bee Gee window is now available 
in two styles—Style “A,” for a bril- 
liant expanse of unobstructed glass, 
or Style “B,” where the glass is di- 
vided to give long horizontal lines. 
New “ribbon-type” picture win- 
dows ‘have been added to the Bee 
Gee standard casement lines, fea- 
turing an enlarged center opening 
that gives the picture window ef- 
fect while maintaining a very mod- 
erate price. Also being introduced 
is a new line of corner picture win- 
dows, offered in a full range of 
styles and sizes. Designed princi- 
pally for room corner installations, 
they adapt to a number of striking 
uses. All Bee Gee windows are 
pre-fit at the factory and supplied 
ready to set in the wall. Each win- 
dow is a complete unit, consisting 
of frame, pre-fit glazed sash with 
glass bedded in putty, bronze screen 
and all hardware applied at the fac- 
tory. For catalog supplement No. 
2-A showing the complete expanded 
line, write Brown-Graves Co., Dept. 
AL, Akron 1, Ohio. 








Four New ThemeTile Designs 
Each of the four brand-new 


ThemeTile is factory-made in 
standard 9’ x 9” size. The designs 
are precision die cut and the pat- 
tern goes all the way through the 
tile. One of the new designs de- 
picts an appealing beribboned 
Scottie pup with forepaws raised. 
It is available in black and dove 
gray. Another pictures a jaunty 
sailboat with large mainsail and 
jib, and a pennant fluttering atop. 
Colors are attractive aspen green 
and yellow. A third design is a 
graceful maple leaf in nature’s own 
Toledo red and yellow coloring. 
The fourth design is a tall-stemmed 
champagne glass with bubbles 
bursting above it. Colors: Quarry 
red and yellow. The four new de- 
signs lend themselves to original 
floor patterns in basement play- 
room, kitchen, children’s room, din- 
ing-room, and in any other room in 
the house. The new ThemeTile 
have been designed to coordinate 
with the 26 popular plain and mar- 
bleized colors in which Kentile as- 
phalt tile is made; and with Ken- 
tile feature strip and Kenbase 
(cove base) in five colors each. 
Write Kentile, Inc., Dept. AL, 58 
Second Ave., Brooklyn 15, N. Y. 
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New Raised Letter Nameplate 


The name portion of this plate 
is solid metal, with a rich black 
stippled background. The raised 
letters are faced with a bright 
chrome-like finish. Frame is tooled 








AIRD FLAVELLE 
PRESIDENT 


W. GUY FLAVELLE 
VICE-PRESIDENT 


W. E. FLAVELLE 
TREASURER 


DON JOHNSTON 
MANAGER 





mo FLAVELLE CEDAR LIMITED 


SUCCESSORS TO THURSTON-FLAVELLE LIMITED 


Manufacturers of 


B.C. Red Cedar Lumber 
and Shingles 


PORT MOODY, B.C., Canada 












from a solid block of blonde or Ms. 
hogany wood. Available with cag! Bing pril 
back for desks and counters or wis, § point of 
flat back for doors, walls or ay § saw sho 
flat surface. Sizes 2” x 9”. ’ 700 is 
commodates 21 spaces for lettering § dealers | 
punctuation and spacing. Write th § ommend 
Modern Sales Company, Dept. Al, J craftsm 
210 Fifth Ave., New York 10, Ny § claimed 
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Economy Tool Table 


Special showings of the new per. 
manent merchandiser, the Economy 
Tool Table featuring popular priced 
Defiance Tools made by Stanley, are 
currently being held in key citig 
throughout the country. Modern in § | 
design, the Table is a self-service 
permanent island fixture and offer 
the dealer a complete centralized 
tool department with a spot for § | 
everything, each tool clearly priced 
and numbered. Fixture illustrated 
measures 57” long, 22” wide, 36’ 
high. It is made of wood with metal 
trim and fits the top of any stané- 
ard island table. The Economy Tol 
Table is double-sided, gives full dis- 
play value to the tools, yet does 
not take up valuable wall space. 
It is shipped prepaid to the store, 
comes completely assembled, ready 
to stock with Defiance Tools which 
are furnished as part of the unit 
Write Stanley Tools, Dept. AL 
New Britain, Conn. 








Maxaw 700 


A new, compact, portable electri 
saw, weighing only 10 lbs., 
all cuts in 2-in. dressed lumber # tac 
a 45° bevel cut. Saw is mark 





under the name Maxaw 700. po 
reason for the light weight aul wo 


minimum bulk of the saw is } 
Pivot, a long overlooked engine @ 47 
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ing principle of putting the pivot 

int of the saw shaft closer to the 
saw shoe and the work. The Maxaw 
700 is offered through lumber 
dealers for the first time and is rec- 
ommended for both professional and 
craftsmen users. Another benefit 
claimed for the Magic Pivot prin- 
ciple is the use of hard-biting, 
“styb-radius” blades, which put 
more power at the cutting edge, 
reach farther through 2-in. dressed 
lumber at a 45° bevel cut and retain 
their cutting capacity longer after 
repeated sharpenings. Write Cum- 
mins-Chicago Corp., Dept. AL, 4740 
N. Ravenswood, Chicago 40, III. 








New Clarke Floor Maintainer 


“Low cost, a lightweight that pro- 
duces heavy-weight results ... 
practically noiseless!” This is the 
claim of Ernest Cooper, president 
of the Clarke Sanding Machine 
Company announcing the new 
Clarke P-11 Floor Maintainer. Pri- 
marily designed to scrub, wax, pol- 
ish, and steel wool floors in homes, 
stores, small institutions, plant lob- 
bies, offices, etc., Clarke dealers are 
recommending the P-11 to all but 
the largest institutions. The new 
machine polishes linoleum, rubber 
or asphalt tile, terrazzo, concrete 
or wood flooring in record time. 
Fingertip access to a completely 
automatic safety switch allows in- 
stant stop and go control. Wheels 
that are self-retracting when the - 
machine is in operating position 
provide complete mobility. A 90% 
are of shaft adjustment allows use 
of the P-11 under low-set furni- 
ture and fixtures. A new, noiseless, 
positive drive mechanism complete- 
ly eliminates oil leaks, slipping 
belts and chains that break. At- 
tachments for the P-11 include 
brushes for various types of floor 
tare, steel wool pads and lambs 
Wool polishing pads. Write Clarke 
Sanding Machine Company, Dept. 
AL, 464 Clay St., Muskegon, Mich. 
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New Line 


Five popular miscellaneous build- 
ers’ hardware items are now being 
made in pressure-cast aluminum. 
The new line includes a door stop, 
sash fastener, coat and hat hook, 
bar sash lift and hand rail bracket. 
The manufacturing process gives 
the products a smooth fine finish. 
Products are strong and durable, 
rust-proof, attractively styled and 
most economical. They: are sup- 
plied in either a satin aluminum or 
ball-burnished brass finish. Write 
P. & F. Corbin Division of the 
American Hardware Corporation, 
Dept AL, New Britain, Conn. 


A Versatile Resin Adhesive 


A new all-purpose resin adhesive, 
designated Lauxite UF-71, is a 
neat powder urea formulation that 
can be varied to meet a multiplicity 
of gluing specifications. Previously 
these necessitated large inventories 
of different types of glues. The new 
urea resin adhesive also features 
exceptional storage stability. It is 
unaffected by sharp temperature 
fluctuations and prolonged storage 
periods. Lauxite UF-71 is avail- 
able in pure resin form with no 
fillers or extenders incorporated. 
All necessary catalysts, hardeners 
and fillers can be added by each 
manufacturer right in his own 
plant at the time of use and at 
a minimum expense of time and 
labor. One of the most important 
economic features is the fact that 
low cost fillers, less costly than con- 
ventional urea resin fillers are rec- 
ommended. Write Plastic Division, 
Monsanto Chemical Company, Dept. 
AL, Springfield, Mass. 








"How we make 
our Garages 
lighter and private 





says a typical builder 


“We know we're making a satisfied 
customer when we put in a panel of 
Insulux Glass Block®. We know the 
garage will be lighter and more private 
... that outsiders can never tell what's 
stored inside.”’ 


With glass block there’s no upkeep 
—no reputtying or repainting. Panels 
can be hosed down to clean—there’s 
nothing to rust or rot. If garages are 
below house level, glass block panels 
are a natural. They’re ‘weatherproof, 
waterproof, and impervious to 
weather of all kinds. 


Supplies of Insulux Glass Block 
and all of the installation materials 
needed are noncritical and immedi- 
ately available in quantity. 

Want more information? Write: 
Insulux Division, American Struc- 
tural Products Company, Dept. . 
AL-5, Box 1035, Toledo 1, Ohio. 
Subsidiary of Owens-Illinois Glass 
Company. 


INSULUX 


"WALLS OF 
DAYLIGHT" 


by the leaders of Daylight Engineering 
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DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 
San Francisco4 GArfield 1-7752 














Free Farm Tarp and Display 


An Eagle Tarpaulin Display 
Package complete with $7.56 Farm 
Tarp is offered free to Lumber 
Dealers for a limited time. This 
offer is being made due to the 
overwhelming success of this new 
type display for tarpaulin retailers 
who report amazing sales in- 
creases. It consists of an actual 
Farm Tarp in display box contain- 
ing a full-color illustration that 
dramatically shows the outstand- 
ing features of Eagle Farm Tarps. 
For full information on free point- 
of-sale display tarpaulin, write H. 
Wenzel Tent & Duck Company, 
1035 Paul St., St. Louis 4, Mo. 
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One of the best ways to build a 


‘better America is to support worth- 


while enterprises in the area where 
you live and do business, according to 
Harold Olson, western field man for 
American Forest Products Industries. 
He says this is a cardinal principle 
of the Biles-Coleman Lumber Co., 
Omake, Wash. 

Recently high schools in two near- 
by towns, Oroville and Tonasket, 
wanted to light their athletic fields. 
Both schools were having the common 
problem of stretching their limited 
dollars to pay for the projects. 

Then Biles-Coleman’s president, R. 
L. McNett, heard about it. Soon com- 
pany trucks were unloading ten 85- 
foot long poles at the two schools. 
The poles, Western larch and Douglas 
fir, were cut on the Chelan national 


ber Firm Gives Poles to Light School 











gPiigae 


Athletic Fields 


forest where Biles-Coleman has a har. 
vesting contract. There, as on the 
company’s own Tree Farm, timber 
cutting consists of taking out only 
certain older trees selected by for- 
esters. 

The 85-foot long poles were hauled 
five to a truck. Since truck and load 
stretched out about half a city block, 
a special hauling permit was neces- 
sary. Each rig made two trips. The 
poles were unloaded at the athletic 
fields of the two high schools on Lin- 
coln’s birthday. 

A year ago Biles-Coleman’s civic- 
minded management presented 100 
acres of Tree Farm land to the Omak 
schools as an outdoor laboratory for 
science classes. More recently the 
company provided the poles for light- 
ing the athletic field in Omak. 





The Dicks-Pontius Dayton, Ohio, Plant 


The Dicks-Pon- ‘ 
tius Company of 
Dayton, Ohio, 
maker of D-P 
No. 1012, is the 
world’s largest 
producer of all 
types of glazing 
compounds. 
Shown here is an 
interior view of 
one of three mod- 
ern plants where 
D-P brand put- 
ties, special calk- 
ing and giazing 
compounds are 
carefully blended 
to meet exact 
s pecifications. 
Branch plants are 


got 





located in Decatur, Ga., and Alexandria, Va. 





Georgia-Pacific Expands 
Western Lumber Department 


Georgia-Pacific Plywood Company 
has expanded its Western Lumber 
Department, J. L. Buckley, vice-presi- 
dent of the company, announced. The 
department, in the company’s north- 
west headquarters in Olympia, Wash., 
has increased its staff to handle pro- 
curement of Western lumber for 
Georgia-Pacific offices and wholesale 
warehouses throughout the country, 


and lumber sales in the Western Dr 
vision, Mr. Buckley stated. 

David R. Nichols, who has had wide 
experience in the lumber: industry, 
will head the department. Mr. Nichols, 
who is a native of British Columbia, 
began his business career in his fath- 
er’s sawmills in Vancouver. For 
past two years he has been active # 
eo wholesale lumber business in 
attle. 


Mr. Nichols will be assisted by Ms. 
Ethel Hickok, who has been asst 
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ated with Georgia-Pacific for a num- 
ber of years. 

J. Ronald Sullivan, who has been a 
buyer for Georgia-Pacific for several 
years, will continue in that capacity, 
assisting Mr. Nichols at Olympia. | 

Other buyers in the Department will 
include Jack Mitchell, of Boise, Idaho, 
office, dealing in Western Pine and 
Inland Empire species; Guy Cawley, 
who will work out of Olympia, con- 
tacting the cargo and rail mills in 
Canada, as well as in Washington and 
Oregon; and Joseph Schoen, who will 
work out of Eugene, Ore., contacting 
the southern Oregon mills. 

Georgia-Pacific recently opened new 
warehouses in Lancaster, Pa., and 
Vineland, N. J. The company now has 
18 warehouses in its coast-to-coast 
operation. 


Progressive Lumber Co. 
Bought by Standard Supply 


Owners of the Standard Supply & 
Lumber Co., Grand Rapids, Mich., 
have purchased the Progressive Lum- 
ber Co., Fremont, Mich. The Standard 
company, owned by Dick, William, Pe- 
ter and Henry Rottschafer, has been 
established about 35 years. The newly 
purchased organization, which has 
been in existence some 25 years, will 
also become known as the Standard 
Supply and Lumber Co. 

The Grand Rapids lumber firm also 
owns lumber yards in Ionia, Holland, 
Sparta, Ludington and Owosso, all 
Michigan cities. 


Dean Buys 
P, A. Lumber Co. 


The Princess Anne Lumber Com- 
pany, Virginia Beach, Va., was bought 
by General Manufacturing Company, 
a subsidiary of the Dean Company 
of Chicago, according to an announce- 
ment by Charles D. Dean, of Virginia 
Beach, executive vice-president of the 
Dean Company, and James S. Stand- 
ing from whom the lumber firm was 
purchased. 

The firm’s present lumber and mill 
work operation will continue as _ it 
has for the past 40 years. W. K 
Macdonald is manager. 

Plans call for enlarging the plant, 
and installation of new dry-kilns and 
other equipment which will enable 
the firm to extend its operation to 
include the production of “Dean 
Woodwall.” 


Tribute Paid to Management 
of Kinzua Pine Mills 


The annual meeting of the Kinzua 
(Ore.) Pine Mills Company was held 
at Los Angeles, Calif., April 14-16 
with President J. F. Coleman presid- 
Ing. Routine business was conducted 
with 100 percent of the stockholders 
represented. Reports were made on 
condition of the business, its policies 


and gists. 

Officers elected included: J. F. Cole- 
man, President; J. D. Coleman, ist 
vice-president and general manager; 
arl C. Coleman, vice-president and 
manager of timber operations; O. D. 
ae treasurer and assistant secre- 


Before adjourning, and without the 









President participating, a formal and 


BuILpInG Propucts MERCHANDISER 


Start a Rental Bar 
with AMERICAN 


LITTLE 
SPINNER 
AMERICAN; 
SANDERP 


* fr = 28 © 


Here’s a profit gold mine for you today 

. rent American Sanders and strike it 
rich! 

One successful plan is to set up a 
“Rental Bar’’—featuring American Floor 
Sanders, American Spinner Edgers, 
American DeLuxe Polishers, the popular 
American Belt Sanders, and other types 
of power tools and equipment to rent to 
your customers. 

Sander rentals start 3-way profits roll- 
ing ... through rental fees . . . extra sales 





The American Floor Surfacing Machine Co, 
521 So. St. Clair St., Toledo 3, Ohio 


0 Send 12-page free booklet showing how to make money 
in the floor sander rental business. 


0 Send Jatest catalog on the following, without obligation 
0 Floor Sanders 
Oo 


Name..... 
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of floor finishes, paints, brushes, abra- 
sives, etc., .. . and customer goodwill! 
Paint sales have increased up to 20%... 
and up to $12,000 more store volume for 
hardware, paint and lumber dealers from 
coast to coast. American helps you with 
a complete merchandising kit—counter 
signs, advertising pamphlets, window 
cards and banners and other material. 
Send today for free booklet that guides 
you to golden profits! 


MERICAN 


FLOOR MACHINES + PORTABLE TOOLS 
SEND FOR “PROFIT PLAN” BOOKLET 





1 0 Floor Edgers 
Floor Maintenance Machines 
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detailed resolution was offered by 
James J. Needleman, seconded by S. 
R. Dietrich and unanimously passed. 
It was considered very timely, follow- 
ing as it did, the company’s celebra- 
tion of the 25th anniversary of the 
founding of the enterprise in March, 
1927. 

Putting it briefly, the resolution 
was an expression of strong apprecia- 
tion of the policy “that has been 
formulated, established and directed, 
from the very inception of the Kinzua 
enterprise, by the members of the 
Coleman families.” It also stated 
that the stockholders earnestly de- 
sire to entrust the second quarter- 
century management to the said mem- 
bers of the Coleman family. It fur- 
ther resolved that J. F. Coleman, J. 
D. Coleman and Carl C. Coleman be 
highly commended for their record 
ond that they be informed of this 
unanimous expression of the stock- 
holders. 


Yearly Sales Figures Highest 
In M and M's History 


A net profit of $2,638,186 for the 
fiscal year ended February 29, 1952 
is reported for M and M Wood Work- 
ing Company, Portland, Ore., manu- 
facturers of Malarkey plywoods and 
doors, by President Thomas BB. 
Malarkey. 

For the fiscal year just closed, sales 
figures were the highest in the com- 
pany’s 34-year history, reaching 
$32,899,850. The previous sales record 
set in 1948 was over $3,000,000 below 
this fiscal year’s total. 
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Celotex Advertising Features Moderate-Cost Homes 


This year’s Celotex advertising pro- 
gram is especially attractive because 
the dealer can so easily use the ma- 
terial to tie in with his own program. 
Everything that is needed for intelli- 
gent local merchandising is provided 
by the manufacturer in a complete 
promotional kit. 


Theme of the national advertising 
to be carried in leading magazines, is 
that the public can get both beauty 
and comfort today in a home of 
moderate cost. 


Every advertisement will feature 
an attractive, moderate-cost home 
especially designed for Celotex, and 
each ad will emphasize that the lum- 
ber dealer is the man to see for 





authentic, intelligent information on 
building. A coupon will offer a beau- 
tiful full-color, 32-page book featur. 
ing 20 different and exclusive home 
designs for 25c. 

Dealers desiring to cash in on the 
national advertising will find every. 
thing they need to do so in a free 
merchandising kit provided by Celo- 
tex. This kit contains a full color 
poster, a series of newspaper mats, 
folders for direct mail, publicity ma- 
terials and a copy of the new Celotex 
Book of Homes. Dealers can obtain 
complete working plans, specifications 
and material lists on the homes illus- 
trated from the National Plan Serv- 
ice, Inc., Chicago, at their standard 
prices. 











PROFITS in ATTICS 


ZA 








Tell your custom- 
> ers how easy it is 
to have extra 
space with 


EL-BILT 


FOLD-A-WAY 
SEVEN 


In old or new homes, attics are 





easily converted into valuable 
storage space, extra bedroom or 
playroom for the children. 


Wel-Bilt Fold-A-Way Stairways 
are time-tested, safe, reliable, eco- 
j\ nomical. Come assembled, ready 
to install. Easy to operate. 


Well Built of 
sturdy Idaho 
White Pine. 
Strong, effi- 
cient, safe, 
Lasts a lifetime. 


Send today for 
complete information. 





SOLD BY LEADING DISTRIBUTORS FROM COAST TO COAST 
MANUFACTURED BY 


THE WEL-BILT PRODUCTS COMPANY 
P.O. BOX NO.95 - ¢ MEMPHIS, TENNESSEE 











OZARK 


1927 «= BRAND -= 1952 
OAK FLOORING 


















Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock | 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





$e 


THE OZARK OAK FLOORING, CO. 
BISMARCK, GS 


MISSOURI 
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Pullman Sash Balances are better | 
_,. more economical for builders 

than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit. 


























THE BALANCE WITH 
A LIFETIME GUARANTEE 
Every Pullman Sash Balance is guaranteed against 


imperfect workmanship or material during the 
lifetime of the building in which it is installed. 


WRITE FOR LITERATURE 











Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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Even as the U.S.S. Constitution gallantly fought for our 
future, Bird was busy with its own small contribution to 
our nation’s early years. 

And today, Bird offers you the high quality and massive 
wear of the finest asphalt shingles at any price! 

* Thick butt construction, with extra layers of asphalt 
and firmly embedded mineral granules give added 
years of wear where it counts . . . on exposed tabs. 

* New pastel colors! 

* Fire-resistant, of course — certified by Underwriters’ 
Laboratories. 

* 215 lbs. of working weight protect every 100 square 
feet of roof. 

For more information write Bird & Son, inc., Dept. AL-5, East Walpole, Mass. 










IRD 


ryt) Roofings & Sidings 


SON, inc 
peaieair MAM ASPHALT SHINGLES & INSULATING SIDINGS 


WATERPROOF PAPERS * ROLL ROOFINGS 
East Walpole, Mass. « New York, N.Y. © Chicago, Ill, + Shreveport, La, 
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BRANCH 
OFFICES 
BALTIMORE 
BIRMINGHAM 
BOSTON Smart dealers 
BUFFALO 
CHARLOTTE feature low-cost 
CINCINNATI instalment financing. 
coLUMBUS They quote low, 
DAVENPORT monthly payments, 
DES MOINES NOT the over-all cost. 
HOUSTON On this easy selling 
‘KANSAS CITY level they sell 
tos anceLes — ey sell more 
OS coders on the sect 
S © oe 
OKLAHOMA ciTy > COSY GS ABS. 
PHILADELPHIA 
irre nga 
j PORTLAND MM LULL?) (CMe @ 430) 8 BS 
f ST. LOUIS 
; SALT LAKE CITY INC. 
SAN FRANCISCO 
‘ SEATTLE 
J SOUTH BEND Property Improvement 
ft TAMPA and Modernization 
. TOLEDO Financing Specialists 





: . General Office: Box 3426 Terminal Annex, Los Angeles 54 


la 
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NEW YORK 


The PLYMOUTH 


offers you 


EVERYTHING 


in the center of 
EVERYTHING 


Free radio in every spacious 
room, Television available 
to every guest. Air- 

Conditioned Bar and 
Restaurant. Garage. 
Accommodations for 1000 


Write for selectionof popular 


VISITOURS 


Packaged all expense- 
included thrill trips with 
meals, shows and all the 


a 
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sights of the wonder city. 


Leslie L.Paul 


Managing Director 


HOTEL 


. 7 , 
Plymouth 


West 49th STREET bet. 
BWAY and RADIO CITY 
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"The Professor Was a Salesman" 


A practical les- 
son in selling is ‘sg 

one of the fea- 
tures of “The 
Professor Was a 
Salesman,” a new 
motion picture 
produced by the 
Insulating Board 
Institute, trade 
association of the 
insulating board 
manufacturing in- 
dustry. 

The film, in ef- 
fect, takes its 
viewers to college 
and into a class- 
room where men 
and women of 
many ages are 
learning about 
the materials and services which are 
part of a modern lumber retailing 
business. The “Professor” in this 
story is a manufacturer’s representa- 
tive who has been called upon to in- 
struct the students in the fundamen- 
tals of insulating board. 

Of practical value to every lumber 
dealer are the sequences illustrating 
the wide variety of uses for insulating 
board products, and the correct pro- 
cedures for application. While em- 
phasis is given to home uses, it is 
shown that insulating board is adapt- 
ed to practically every phase of mod- 
ern building, including farms, offices, 
shops, factories, theaters, schools, etc. 

The first showing of the film was 
at the annual convention of the Ken- 











tucky Retail Lumber Dealers Assgo¢. 
ation at Louisville in January. It js 
being featured at many other leading 
dealer conventions this spring an 
summer and will be presented ¢ 
builders’ and architects’ meeting 
throughout the country. Leaders 
the building materials retailing fie 
have acclaimed it one of the beg 
pictures of its kind ever made. 

Lumber dealers who would like t 
use “The Professor Was a Salesman’ 
in their own sales training courses, 
or arrange for showings of the filmat 
meetings of their local Chambers of 
Commerce, Rotary Clubs or similar 
groups, should write the Insulatio 
Board Institute, 111 W. Washington 
St., Chicago 2, Ill. 





Harry McKee Sells Interest 
to Members of Fleming Family 


Harry D. McKee, veteran lumber- 
man engaged in the building material 
business in Emporia, Kan., retired 
March 1 and sold his partnership in- 
terest in the McKee-Fleming Com- 
pany to members of the Fleming fam- 
ily. Fred M. Fleming and his sons 
Frederick and Robert have taken over 
the assets of the business which will 
carry on as usual under the firm name 
of Fleming Lumber & Material Com- 
pany. 

After being manager of large lum- 
ber yards in Oklahoma, Mr. McKee 
entered the lumber business in Em- 
poria some 35 years ago with A. B. 
Hall. The firm was known as Hall 
and McKee Lumber Company. It has 
been 29 years since Mr. Fleming 
bought Hall’s interest in the business 
and formed a partnership with Mr. 
McKee. 


Lumber and Dimension of 
Amidon Lumber Sold to 
Mid-Penn 


The Amidon Lumber Company, 
Brockway, Pa., composed of Otto M. 
Amidon and L. L. Amidon wish to 
announce that they sold their com- 
plete stock of lumber and dimension, 
and good will to the Mid-Penn 
Lumber Company of Curwensville, 
me on March 1, Otto M. Amidon will 
retire, 


The Amidon Lumber Company 
leased a large factory, kilns and yard 
at Brockway, Pa., doing a wholesale 
lumber business and manufacturing 
kiln-dried hardwoods in the rough, 
making a specialty of Cherry tops, 
squares, etc. Their lease will expire 
October 1, 1952. The new compay 
will by that time have new Moor 
recirculating kilns and a building for 
cutting and handling kiln-drie 
dimension erected at Curwensville, Pa. 
L. L. Amidon will act as manager @ 
the dimension department for th 
Mid-Penn Lumber Company. 

The Mid-Penn Lumber Compaty 
consists of J. Harold McFarland, pres! 
dent; Dean Haley, vice-president; 
John Wright, Hamar Tate, W. 3 
Tate of Curwensville, Pa. Mr. Me 
Farland will continue to operate the 
Brookland Lumber & Wood Compaly 
at Coudersport, Pa., as will Mr. Haley 
continue his sawmill operations @ 
the Haley Lumber Company. 
other three members of the firm have 
other interests and will not be active 
in the management of the new firm 


The new company will wholesalt 
Pennsylvania hardwoods, beside 
making all kinds of furniture dimet 
sion, either in air-dried or kiln 
stock. 

The yard and kilns will be of tH 
most modern type, doing away 
rails, turntables and transfer cat 
They will handle all their stock )) 
lift trucks. 

The Mid-Penn Lumber Compaly 
main office will be at Curwensvill 

a. 
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. SOUTHERN PINE = SOUTHERN HARDWOODS 
9 WEST COAST WOODS 


PINS BRAG Kingstrip 
Soy \ Balances 
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NX *% Weatherstrips 
: at 
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Po fe Dectee-2 Mae pay INSTALLATION IS EASY: 
eeting 8 ee FAST AND ECONOMICAL 
ders jp neo 7 aig ne Kingstrip is a combination sash balance and weatherstrip. 
ig field oF pronets and It eliminates old fashioned pulleys, sash cords and weights. 
e best , service offered by Protects against wind, rain, dirt and dust. Never requires 
e. - ° W. T. Ferguson Lbr. oiling, painting or maintenance. It's made of a special self- 
like tp \ Co. You can’t beat protection, life-time alloy. Its round housing simplifies in- 
2sman’ - Ferguson for value. stallation, requiring only a circular sash-routing. 
filme T Call, Wire or Write Write today for samples and prices 
a . “ Ferguson today for 
si \ c your lumber needs. 7) Lan WEATHERSTRIP 
ula : 2 
ington st. Louis. is \ MANUFACTURING CO 
\ ‘ t 
pyone—cnestn® 4500 South Western Ave. 
CHICAGO 9, ILLINOIS 
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= Sgene @ 

olesale i 
wm} | Facilities to Serve You 
ae DRY KILNS—20 Tracks of Latest Moore De- 
mpany sign. Capacity 1 million feet per 
Moore charge. 

ng for 

1-dried DRY SHEDS—Ample Storage Adjacent to Car- 
le, °- line Means Dry Lumber for you. 
ger 0 

r? DRY LOADING DOCK—Can Load 19 Cars 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 
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THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 
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Lumber Company 
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Hawaii Visitors 


Mr. and Mrs. C. C. Godfrey of Kala- 
mazoo, Mich.,’ were recent visitors to 
Kauai in the Hawaiian Islands. Mr. 
Godfrey is president of Godfrey Lum- 
ber Co. in Kalamazoo. He and Mrs. 
Godfrey are shown here in _ the 
gardens of Kauai Inn. 


Long Island Lumber Company 
Sold by David Jaret Co., Inc. 


The South Shore Lumber and Sup- 
ply Co., Inc., of Islip, Long Island, 
operated for many years by Louis 
Skolnick and Henry Prigerson has 
been sold to a group of young lumber- 
men composed of Milton Gross, Stan- 
ley Grumberg and Herbert Ain. They 
will operate under the name of South 
Shore Building Materials Co., Inc. 


COMPANIES ANNOUNCE 


K. L. Foster, who was formerly 
district superintendent of Missouri 
yards of the Burgner-Bowman-Mat- 
thews Lumber Co., was promoted to 
the position of assistant general man- 
ager of the company. Mr. Foster’s 
headquarters are in the general office 
of the company in Kansas City, Mo. 
He was formerly manager of the 
company’s yard in Webb City, Mo. 


Charles Munger, Jr., has been 
named factory sales representative for 
The Long-Bell Lumber Company, in 
the eastern seaboard territory, ac- 
cording to an announcement made by 
E. H. Houston, vice-president and 
general sales manager. Mr. Munger 
replaces Deane W. Allen who has 
resigned. Mr. Munger will handle 
‘the sales of Long-Bell kitchen cabi- 
nets, doors, windows, window and 
door frames, Ponderosa Pine and 
Douglas Fir plywood and industrial 
cut stock from pine and fir. He will 
make his headquarters at the Ho- 
boken, N. J., offices of the company. 
O. D. Smith is district sales manager 
of the territory. 


E. H. Krohn & Company, 113 East 
Overland St., El Paso, Tex., was ap- 
pointed to distribute all Tracy kitchen 
products, according to B. T. Roe, vice- 
president—sales, for Tracy division of 
Edgewater Steel Company, Pitts- 
burgh, Pa. The Krohn organization 
also operates branches at Albuquer- 
que, N. M., and at Phoenix, Ariz. 
Distributor appointment covers Tracy 
stainless steel and procelain sinks, 

























kitchen cabinets, broom 
cabinets, and accessories. 


Harold M. Gehm has been nag 
supervisor of roof tile sales for ¢ 
Owens-Illinois Company’s Kaylo Dj 
ision. He will continue to supery 
service engineering activities of ¢ 
division, said Hankins, 
sales manager 

Mr. Gehm succeeds Tom F. Seam | 
who has been promoted to regional” 
heat insulation supervisor in 
southwest. 


and li n 


Fasco Industries, Inc., Rochester, 
N. Y., announces the appointment of 
William C. Watson, 2855 Connecticut 
Ave., Pittsburgh, Pa., as its new rep. 
resentative in western Pennsylvania 
and West Virginia. 


W. T. Ingram was appointed gen. 
eral sales manager of the Pacif 
Coast Region of Reynolds Me 
Company, David P. Reynolds, vi 
president, Domestic and Foreign ¥ 
keting announced. In 1951 Mr. 
gram was made general manager of 
executive sales, which position he held 
until going to the Pacific Coast. W. K. 
Allen Ferguson, who preceded «Mr. 
Ingram as general sales manager of 
the Pacific Coast Region, has now 
been appointed general director, prie- 
ing, general sales organization with 
headquarters in Louisville at the gen- 
eral sales office. Mr. Ferguson has 
served in many positions in the Rey. 
nolds organization since 1922. Also | 
located in the Los Angeles Office, 
transferred from San Francisco, is 
Hayden Clement, sales manager of 
the packaging markets for the Pa- 
cific Coast Region. 
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Money Invested In A 


Est. 1922 


For The TIMES AHEAD .... 





A rugged, dependable, fast machine of more than a thousand uses 


Compound Mitering - Cross Cutting - Rabbeting - Dadoing - Ripping - Shaping 
Fluting - Ploughing and many more operations are possible using this versatile 
machine. 


Write for further details. 


A STURDY SAW MADE TO MAKE MONEY FOR YOU 


MEDIA MACHINE WORKS, INC. 


632 Park Ave., Media, Pennsylvania, U.S.A. 


WILSON SAW 
DIVISION 





Shingles 





D. M. McCuintock LumBer Co. | | 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 


Is Insurance of ENDURANCE 


Immediate Delivery on 2 to 7% HP 
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BE THE LOW BIDDER 
\ ON SCHOOL FLOORING JOBS 


Usual specifications for gymnasium flooring call 
for 25/32 x 2/4," First Grade maple flooring. 
When you recommend 25/32 x 2" Diamond 
Hard First Grade maple flooring and point out 
that the job will be as good and that the saving 
to be effected is $20. per M. you can be sure 
that your bid will be given top consideration. 





Write, wire or phone 





J. W. WELLS LUMBER CO 


Menominee, Michigan 
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Sectional 
Aluminum 
Lamp Post 


Diameter Diamet 
Overall Base Top 
Length Section Section 


ALP #1 Custom 8), ft. 4” 
ALP #2 DeLuxe 8% ft. 3” 
ALP #3 Special 8, ft. 3” 
*ALP #1 and #2 adjustable in height. 3”, 314” 
or 4” adapter furnished to fit lantern collar. 


ALL COPPER 
LANTERNS 


Overall 
Height Square 


No. S-l The Newport 24” 13” 
No. S-2 The Mayfair 20” 1044” 
No. S-3 The Hampshire 17” 9” 


Lanterns finished in Satin Black. 
BEUAYs.0 4 MFG. CORP. 
MIDDLETOWN, CONN. 





Box 798 
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PERMANENT MAGNET 


USE Leco-Latches FOR: Kitchen Cabinets e Medicine 
Cabinets @ Music Cabinets e Tool Cabinets @ House 
Trailer Cabinets ¢ Ship and Boat Lockers e@ Any 
Cabinet Door! 

Lasts forever — nothing to get out of order. Works per- 
fectly — even if doors sag or warp. Doors open easily — 


without snap, noise or jerk. Holds door in place firmly, 
yet gently. Easily installed. Improves appearance. 


NATIONALLY ADVERTISED — In Better Homes & 
Gardens,. House Beautiful, Sunset, Popular Mechanics. Be 
sure you stock and display Leco-Latches, to take full ad- 
vantage of this powerful promotion! 


For literature, prices and name of distributor, write 


Laboratory Equipment Corporation 
St. Joseph 17, Michigan 








OAK 
FLOORING 


FROM URANIA'S 
MODERN FLOORING PLANT 


SHIPPED IN MIXED CARS 


with 
Southern Pine — Southern Hardwoods 


Urania's Oak Flooring is consistently the best. 
It's preferred stock because of its superior quality 
and dependability. It's bright, clean, good-look- 
ing. It's manufactured with the latest, modern 
equipment. ; 


And you receive prompt, courteous service with 
each order you place with Urania. 


Pe war es ebb ooo ee ke eevee nna 


Urania Lumber Co. 


LUMBER MANUFACTURERS AND 
TREE FARMERS 


Urania, Louisiana 


Member 
S.P.A. — S.P.1.B. — S.H.P.1. 


A TIME-TESTED SOURCE OF SUPPLY 
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Matt Denning, manager of the Fin- 
ishes Division of the Du Pont Com- 
pany’s Fabrics & Finishes Depart- 
ment, Wilmington, Del., has retired 
because of ill health, after more than 
31 years .with the company. He has 
been succeeded by John W. Nestor, 
assistant manager of the division 
since February, 1951. 


Fox Distributors, Inc., 629 W. Mer- 
rick Road, Valley Stream, L. I., New 
York, have been appointed distribu- 
tors for The. Lowe Brothers Com- 
pany, paint and varnish manufactur- 
ers of Dayton, Ohio. For the past 
seven years, the newly appointed dis- 
tributors have served dealers in the 


Long Island area as a source of 
supply for Kem Decorator Products, 
paint and other items related to the 
paint business. Rapid growth to a 
position of considerable prominence 
has made it necessary for them to 
move to new and larger quarters at 
the Merrick Road address. Territory 
assigned to Fox Distributors on 
Lowe Brothers products includes the 
metropolitan New York area and 
Long Island. 


Answers to What's YOUR 

Answer? 

Stop! Read questions on page 68 

1—Anderson Lumber Co., Provo, 
Utah. See pages 42 & 43. 

2—When floods drove one St. Paul 
dealer from his quarters, others 
offered him office space and a 
special telephone line. See page 
§2. 

3—Nancy Warren Wallpapers. See 
ad page 53. 

4—A huge forest products exhibit 
opening June 8 in Portland, Ore. 
For description see page 10. 

5—Asbesto Alumiclad. See ad page 
69. 

6—Dura-Lok shingle, product of the 
Barret Division, Allied Chemical 
and Dye Corp. See ad page 23. 

7—Sloane Koroseal Tile Special—l4c 
per tile. See ad page 32. 

8—Oklahoma Lumbermens Associa- 
tion—“Sooners” to you. See page 





NEW DEVELOPMENTS 
IN CONSTRUCTION RESEARCH 


(continued from page 47) 


tion to transmit such loads 
This will furnish informatip, 
of value to designers of barns 
schools, and other structury 
having large floor areas in de. 
signing for resistance to loads 
caused by wind and earth. 
quakes, which create the same 
problems. 

Better construction practices 
more livable homes built anj 
maintained at lower costs— 
these are basic aims of recent 
building research at the U. § 
Forest Products Laboratory, 
Madison, Wis. 

The Laboratory is attempt 
ing to correlate the strength 
properties of various parts of 
houses, such as walls and floors, 
with actual performance fe 
quirements on the basis of con. 
struction. techniques and ma 
terials used. 

Such a tie-in between prop 
erties and actual performance 
should result in more adequate 
and economical design and 
eliminate the need for testing 











CORNICE VENTILATOR 
Attic breather. More 
equal distribution of 
air. Drill 2'* hole— 

ress in. 
y and apertures 


Tapered 


for tight fit. 
of aluminum. 


Made 
or Tenite plastic. 


Inquire about dealer and distributor opening. 
WRITE TODAY. 


DAMP VENT CO 


BO. 
Bettendorf, 
* lowa 


Better Attic Ventilation 
Less Inner-wall Moisture 


with DAMP VENTS 


Damp Vent breathing units relieve peeling 
paint—rotting walls. 
change. Specially engineered. Designed 
to keep out rain and insects. To install 
drill ¥%4" hole in siding. Press in. Body 
tapered for snug fit. Made of aluminum 


Box 203 





48. each new type of construction. 
—| PROFITS for YOu! 
RAIL and HURDLE | you SELL FENCE 





FE NCE 







We Carry Inventory 
Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 





Allow moisture ex- 


U 














THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
WRITE FOR CATALOG AND PRICES 
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Spe 
ing. General wholesal- 
ers of all lumber items. 


Contac? us on your 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


girs WHITE PINE Stross, 


Also some Norway and Spruce 


AIR-SSEASONED — WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1952 












































Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 





TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs, 


HURTSBORO 
LUMBER COMPANY 


_ MANUFACTURERS 


Short Leaf Pine 


AND 


Hardwood Lumber 
Boards Our Specialty 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 


PHONE 148 











HURTSBORO, ALABAMA ee 


The HURTSAON 


















Manufacturers of 
HIGH GRADE END MATCHED 


OAK FLOORING 


in 25/32in. 1/2in. 


FLOORING Ce 
vhs 





Moulding Pine Finish @ We are ies position to Ship Oak 
Flooring and Air Dried Yellow Pine Boards 
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AV E S $30 te $30 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
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Plant at HURTSBORO, ALABAMA, 





@ Ponderosa Pine 
@ Sugar Pine 

@ Douglas Fir 

@ White Fir 


With completion of the new band mill, planing mill 
and dry kilns of our subsidiary, Southern Oregon 
Planing Mill Co. Inc., we're in better position than 
ever to serve buyers. som 
Shipping over 5 million feet per month of 
Ponderosa Pine, Sugar Pine, Douglas Fir & 
and White Fir. ' 


Consult us on your needs. 


ROGUE LUMBER SALES CO. 


P. O. Box 707, Medford, Oregon 
Phone: Central Point, Oregon 1091 
Exclusive Sales Agents for 
Southern Oregon Planing Mill Co., Inc. 
Jackson Creek Lumber Company, Inc. 
Reputable Sales Representatives Throughout the Nation 
H. G. Dowson A. W. Lingaas 
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OBITUARIES 





HARRY T. 
KENDALL died 
May 2 at White 
Sulphur Springs, 
W. Va. Mr. Ken- 
dall was attend- 
ing a meeting of 
the United States 
Chamber of Com- 
merce, Canada- 
U. 8. Committee, 
when a coronary 
thrombosis at- 
tack occurred. He 
was a director of 
the U. S. Cham- 
ber of Commerce. 
Mr. Kendall pos- 
sessed a wide knowledge of 
natural resources problems and his 
counsel was sought by both govern- 
ment and industry on many occasions. 
He also possessed qualities of human 
understanding far beyond the usual, 
an inquiring mind, great strength of 
character, and an insatiable appetite 
for work. 


After several years as commercial 
traveler, he was General Sales Man- 
ager, Kirby Lumber Company, Hous- 
ton, Tex., 1913-1926;; Asst. Gen. Mer. 
& Gen. Sales Mgr., Central Coal & 
Coke Co., Kansas City, 1926-1932; 
General Mgr. & Director, Weyerhaeu- 
ser Sales Co., St. Paul, Minn., 1934- 
1950; Chairman of the Board, 1950- 
May 2, 1952; President & Director, 
Globe Box Company, Houston, Tex., 
Director, Allied Building Credits, Inc., 
Los Angeles, Calif. 


Mr. Kendall was Director of Na- 
tional Lumber Mfrs. Assn., Washing- 
ton, D. C., Chairman of Board, Tim- 
ber Engineering Co., Washington, 
D. C., Special Consultant to Muni- 
tions Board, Washington, D. C., Chair- 
man Lumber Mfg. Industries Na- 
tional Industry Advisory Committee 
(Dept. of Commerce and NPA), 
Washington, D. C. He was a mem- 
ber of the International Concatenated 
Order of Hoo-Hoo. 





_ ROBERT C. RESTRICK, SR., pres- 
ident of the Restrick Lumber Co. and 
a member of one of Detroit’s early 
families, died April 29 in Providence 
Hospital. 


In early manhood Mr. Restrick en- 
tered the lumber business founded in 
1884 by his father, the late Charles 
W. Restrick, and in 1909 became its 
secretary and treasurer. 


In 1922, Mr. Restrick became presi- 
dent of the lumber company upon the 
death of his father. 


During his years in the lumber 
business he served three terms as 
president of the Detroit Lumber 
Dealers Association and was a mem- 
ber of the board of directors of the 
National Association of Lumber 
Dealers. 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in unilorm 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
“= me commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: j 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
+ lll charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c s word tor each insertion. 
Minkm: um charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when are specifie 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Estimator—Biller 
Familiar with residential millwork. Must be 
experienced in take off, pricing or billing. 
See or write: 
Mr. Dodds, Edward Hines Lumber Co. 
2431 S. Wolcott Ave. 
Chicago 8, Illinois 
CLiffside 4-6600 











MILLWORK ESTIMATOR—must be experienced 
in taking off and pricing millwork require- 
ments from blueprints. rite stating experi- 
ence and salary desired. Address Box X-52, 
American Lumberman, Inc. 




















HELP WANTED 





MILLWORK SERVICE & PRODU 
MANAGER 


Wanted for modern millwork plant in 
his. Must be capable of assuming r 
ility for the purchasing. production 

expediting of special and stock millwom 

homes, schools, churches, commercig] , 

industrial buildings. Be 

Position requires a practical knowledgs 

kinds of lumber, sash, doors, 
cabinets and related products and the 
chines used in their production as welj, 
detailing for architects approval. 
permanent and salary and incentive in 

with ability to perform. Company 30 

old, amply financed. 


Carruthers & Son Lumber Company 
2665 Broad } 
Memphis, Tennessee a 





SITUATIONS WANTED © 





Experienced Yard Manager will 
$20,000.00 as manager of retail lumber 
Prefer connection where owner wishes ig \y 
relieved of the burden. Address Box 
American Lumberman, Inc. 





MILLWORK-DETAILING 


Let « grezp of experienced millwork deiai 
ers with 30 years experience, commercial 
residential, do your detailing. Cost reasg. 
able. Results guaranteed. Address Box Y-]), 
American Lumberman, Inc. 








Wanted—Manager’s job for retail lumb« 

ard. Can give r dations. 
oming, Montana, Idaho or Colorado, 

Address Box X-44, American Lumberman, Ix. 








MILLWORK SUP’T: DRAFTSMAN—biller, yeas 

of experience. Large volume detailed mil. 

work. Good expediter. Address Box ¥-4i, 
erican Lumberman, Inc. 





Salesman—with retail en experience to rep- 
resent us selling building materials to retail 
lumber dealers in Illinois. Alexander Ware- 
house & Sales Co., 105 W. Adams St., Chi- 
cago 2, Ill. 





EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential method of opening 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 
oints. Full details without obligation. HINES 

CUTIVE SERVICE, 5355 W. North Ave., 
Chicago 39, Illinois. 





Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings 
and material lists from architect’s plans. Give 
complete information regarding ability, salary 
and —-, when ropsving- Location 
Se areas ox X-51, erican Lumber- 
man, Inc. 





WANTED: Manager for a well established 
and successful lumber yard doing a good 
business and located in a very good town. 
Address Box X-40, American Lumberman, Inc. 





WANTED: Young man with knowledge and 
experience in lumber and building materials 
to assist in buying for a line yard company. 
Address Box X-39, American Lumberman, Inc. 





Position open for aggressive young man with 
estimating, sales, advertising, merchan- 
dising experience. Yard located in Central 
Michigan, good opportunity for advancement 
with growing concern. State experience and 
salary expected. References required. Ad- 
dress Box X-4l, American Lumberman, Inc. 





EDITOR—Well known publisher wants editor 
for new, forthcoming how-to-do-it publica- 
tion in the home repair and improvement 
field. Wide all around editorial experi- 
ence and judgment plus a real feeling for 
this subject is most essential. He must 
also have editorial executive ability and 
production know-how. Our staff knows of 
this ad so write fully and in confidence. 
Address Box X-42, American Lumberman, Inc. 
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WANTED 
SALES REPRESENTATIVES 





Wanted—Manufacturers Representatives 
selling to retail lumber yards to sell our lim 
of corner China Cabinets. Write Harris Prd 
ucts, Inc., Amherst, N. H. 





Large nationally known lumber corpe 
shipping all species Western, Easter, 
ern lumber has outstanding oppo 

various territories for high-type ma 
turers’ representatives calling on | 
ards and large industrials. Address 
-43, American Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 


New York State wholesale and retail 
concern with distribution yard and 
desires common: and dimension stock om ; 
signment. References. Address Box 
American Lumberman, Inc. 




















BUSINESS OPPORTUNITIES 






F REE CATALOG—LUMBER B 4 
Farms, Ranches, income prop for 
California, Arizona, Nevada, New 
Oregon, Utah, Texas. Contains names, 
tions gross, lease, rent, price, etc. nt 
business or property desired and we 
your request in ae Service B : 
to owners. No obligation. Write for ; 
No. 303, National Business ‘call. 
change, 4101 W. 3rd St., Los Angeles 5, 


ad 



















BUILDERS SUPPLY CABINET SHOP 
Sales $80,000 year; can increases west? 
Pennsylvania; handling hardware? plumbisg- 
floor covering: furnaces, roofing? attractive 
display room; modem equipped c oF, 
an a moans five room ap 
wit ro . 

APPLE COMPANY, BROKERS, C 
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